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Commission Action 


Decry Acquisition Cost 
Factor Cut; Weisbart, 
Ryan, Sheiry Are Elected 


By JOHN N. COSGROVE 


ATLANTIC CITY—Following his 
presidential report at the annual 
meeting here of New Jersey Assn. of 
Insurance Agents, Milton H. Grannatt 
Jr, Trenton, read a stinging indict- 
ment of insurer executives in the form 
of an open letter addressed to them. 
He said that last July 1, when the 
New Jersey automobile rate increase 
filing with the acquisition cost factor 
reduced from 25 to 20% was ap- 
proved, marked the day when the 
leading stock companies won a major 
victory in their undeclared war on the 
principles of the agency system. It 
marked the beginning of a _ period 
when agents’ contracts were shown to 
be mere pieces of paper that can be 
altered by simply mailing company 
form letters to producers in connection 
with commission cuts. 

Close to 600 were on hand for the 
lively meeting whose tone was set by 
Mr. Grannatt’s vigorous opening re- 
marks. Ira F. Weisbart, Jersey City, 
was elected president; James L. Ryan, 
Paterson, chairman of the executive 
committee and John S. Sheiry, Bridge- 
ton, state national director to replace 
Roy H. Macbean, Cranford. New ex- 
ecutive committee members are Karl 
Weidel III, Trenton; Jack K. Howell, 
Moorestown, and Louis Greenberg, 
Atlantic City. 

In his letter, Mr. Grannatt noted that 

(CONTINUED ON PAGE 33) 


The program of the annual con- 
vention of National Assn. of Insur- 
ance Agents at the Conrad Hilton 
Hotel in Chicago Sept. 21-23 has been 
completed. Preceding the general ses- 
sions, the executive committee under 
Paul H. Jones of Tucson, vice-presi- 
dent, will meet Thursday, Friday, Sat- 
urday and Sunday. The _ secretary- 
managers will hold clinics both Satur- 
day and Sunday. Registration will 
open Saturday afternoon at 2. 

Details of the sessions are: 

Monday, Sept. 21. 

9 a.m.-10:30 a.m. Grand Ballroom: 
Recognition of past presidents by 
President Archie M. Slawsby. Drew 
Pearson, Washington correspondent, 
“Has the U.S. Become a Second Class 
Power?” Report of the administration. 
Highway safety contest awards spon- 
sored by NAIA. Fire safety contest 
award for state associations by Na- 
tional Board. President’s citations for 
achievement. 

10:30 a.m. Territorial Conferences— 
Eastern, Parlor B, third floor; Far 
West, Beverly Room, third floor; Mid- 
west, Grand Ballroom; Rocky Moun- 
tain, Astoria Room, third floor, and 
Southern, Waldorf Room, third floor. 

1 p.m. National Board of State Di- 
rectors, Waldorf Room. 

3 p.m. Advertising and public rela- 





Lose Deviation Case 

St. Louis F.&M., Washington F.&M. 
and Midwestern F.&M., which appealed 
the ruling of the Texas department on 
deviated rates on residences in Hous- 
ton, Dallas, Fort Worth and San An- 
tonio, lost their case in Travis County 
district court. The case was heard 
July 22, but the court’s decision was 
not announced until the judge had 
studied written briefs. 


N. J. Agents Take Hour-By-Hour Details Given For Program 
Lone Wolf Company Of Annual NAIA Convention In Chicago 


tions workshop, Grand Ballroom. Dave 
Johnson, Pensacola, Fla., moderator. 
1960 advertising program film. Frank- 
lin E. Schaffer, vice-president Dore- 
mus & Co., New York, “How to Make 
Your Local Advertising Pay Off.” Hen- 
ry Hoke Jr., publisher of the Reporter 
Of Direct Mail Advertising, “Your 
Business Is Show Business.” J. E. 
Vincent, Mitchell-Vincent Co., Bryan, 
Tex., “Planned Agency Advertising.” 
Town Crier awards. Bowen public 
relations award. 


Tuesday, Sept. 22. 


8 a.m. Educational breakfast, Parlor 
B, third floor. J. Norvell Trice of 
Richmond, Va., presiding. 

9:30 am. Sales clinic workshop, 
Grand Ballroom. Les Giblin, Ridge- 
wood, N. J., “Human Relations—A 
Key to Selling.” Connecticut associa- 
tion membership cup. Walter H. Ben- 
nett memorial award. 

1:30 p.m. National Board of State 
Directors, Waldorf Room. 

4:00 p.m. Annual convention Michi- 
gan Assn. of Insurance Agents, Bev- 
erly Room. Archie E. Barnich, Che- 
boygan, presiding. 

9 p.m. Presidential ball. Grand Ball- 
room. Courtesy Millers National. 

Wednesday, Sept. 23. 

8 a.m. Metropolitan and large lines 
agents’ breakfast, Williford Room, 
third floor. Albert E. Mezey, New 
York, presiding. James M. Cahill, sec- 
retary, National Bureau, “Safe Driver 
Insurance Plan.” 

8 a.m. Rural and small lines agents 
breakfast, Beverly Room. C. D. Swett, 
Woodland, Cal., presiding. Keith 
Stokes, Shelbyville, Ill, “The Old 
Gray Mare Ain’t What She Used to 
Be.” 

9:30 a.m. Selling and agency man- 

(CONTINUED ON PAGE 41) 





_ Because of the current acceleration 
in the merger and acquisition of agen- 
cles, THE NATIONAL UNDERWRITER asked 
successful agencies in the east, south- 
east, midwest, southwest and far west 
how many agencies they had absorbed 
over the years, why the agencies be- 
tame available, and what formula was 
wed to determine the price at which 
they were purchased. 

The questionnaire also asked if this 
additional business reduced agency ex- 
nse in relation to volume, and 
Whether production of more business 
such as life and A&S per client also 
Would reduce agency overhead. In 
new of the trend toward reduced 
‘ommissions, agents were asked if they 
re as much interested in purchasing 
%encies as formerly and whether the 
Mice they would pay would be less. 





XUM 


Three other questions were: Have 
you initiated any selling ideas or prac- 
tices in recent times that have proved 
especially effective? Would production 
of policies, bills and evidences of re- 
newal by electronic device at the home 
offices of companies save the agency 
time and money? And, how could 
companies save money? 


Three Agents Give Views 


When Charles A. Dawson of Fargo, 
N.D., received the questionnaire, Nor- 
man Chrisman of Pikeville, Ky., and 
Sheridan Barnes of Elizabethtown, Ky., 
were visiting the Dawsons. Conse- 
quently, Mr. Dawson’s reply reflects 
the views and experience of all three. 

The Dawson agency has not ab- 
sorbed other insurance agencies. Mr. 
Chrisman and Mr. Barnes have ac- 


Agents Comment On Expense, Other 
Key Problems In Their Businesses 


quired other agencies which became 
available because of individual situa- 
tions, such as death of the principal, 
etc. None of the agencies has a rule 
of thumb for measuring the price they 
will pay for an agency. They agree 
that it depends upon the class of busi- 
ness. This, if favorable, might war- 
rant a purchase price equal to 1% 
times the net annual commissions. A 
reduction in overhead should be anti- 
cipated due to acquisitions of agencies. 
All three might be interested in pur- 
chasing other agencies but certainly 
would not pay as much as five years 
ago because of reduced commissions. 

Production of more business per unit 
in the agency would reduce overhead, 
they agreed. 

A Thermofax machine has been in- 

(CONTINUED ON PAGE 29) 


Minnesota Agents 
Convene In Duluth; 
Elect Carl Johnson 


Magnusson, Slawsby, Others 
Discuss State Regulation, 
Deviators, Life Before 400 


By R. R. CUSCADEN 


DULUTH—The midwest’s fall series 
of state agents’ conventions was kicked 
off here last week 
in appropriately 
cool football 
weather as the 
Minnesota Assn. of 
Independent Insur- 
ance Agents held 
its 62nd annual at 
the Duluth Hotel. 

The some 400 
agents gathered at 
this now-interna- 
tional seaport elec- 
ted Carl H. John- 
son, Minneapolis, 
president. He succeeds Robert G. Led- 
ingham, Duluth. Gordon L. Hewitt, 
Dorset, son of the 1949 president, Col- 
by R. Hewitt, Dorset, moved up to ex- 

(CONTINUED ON PAGE 39) 


English Insurer In 
Trouble, Did Big 
Surplus Business 


The liquidator of British Commercial, 
K. R. Cork, has indicated the company 
had debts of £2.4 million and assets 
of £1.5 million. Capital is £220,000. 
The company ceased underwriting Aug. 
14, 


Surplus line producers in the U. S. 
are following with extreme interest 
the financial difficulties of British 
Commercial of London, for which com- 
pany there was conducted on Monday 
a meeting of creditors. 

British Commercial has been doing 
a sizable volume of liability business, 
much of it of a nature not acceptable 
to Lloyds. For example, one of the 
company’s specialties is understood to 
have been the sandwich layer of lia- 
bility between 5/10 and 25/50, an 
area which has been given the cold 
shoulder by Lloyds and nearly every 
other market. 

The fact that an English company of 
some size is in trouble is of considera- 
ble significance in the U. S. Although 
it has not even yet been determined 
that the company is out of business 
and there are rumors that some of the 
other English insurers are considering 
banding together to take on the lia- 
bilities, there have been repercussions 
here. For example, there are stories 
of company reinsurance treaties being 
shifted from lesser known British in- 
surers to Lloyds, where there is a 

(CONTINUED ON PAGE 41) 
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Atlantic Companies Early With Ads 
On Agent And With Top Auto Plan 


By JOHN N. COSGROVE 


This is another in a series on in- 
surance company marketing develop- 
ments. Atlantic Companies’ advertis- 
ing and the Top auto policy—two 
examples of the over-all marketing 
program—are emphasized in this ar- 
ticle. 


In the past two or three years, the 
Big I campaign of National Assn. of 
Insurance Agents and the national ad- 
vertising programs of several insurers 
have thrust the independent agent in- 
to the limelight. He has been basking 
there for almost 25 years in the con- 
sumer advertising of Atlantic Mutual 
and Centennial. 

Shortly after the direct writers 
launched their competitive threat in 
the 1930s, the companies began an ad- 
vertising counter-attack with the in- 


dependent producer as the spearhead. 
Atlantic chose newspapers as the best 
advertising battleground from the in- 
dependent agent’s standpoint. 

Right from the start of its ad pro- 
gram in 1936, the group deempha- 
sized its own name in the copy. It 
also consistently avoided the phrase, 
“See Your Atlantic Agent.” It believes 
that if the producer is truly independ- 
ent, he should not be advertised as an 
Atlantic agent or an agent of any other 
particular company. Through the 
years, a number of Atlantic’s news- 
paper ads have emphasized this point. 
The headlines of typical ads are sig- 
nificant: “Is the Insurance Producer 
Worth His Salt?”; “Why You Need a 
‘Middleman’ To Buy Insurance,”; and 
“Why an Independent Insurance Man 
Can Serve You Best.” Convincing copy 
answers the questions and documents 
the assertions made in these headlines. 


Another underlying theme of At- 
lantic’s ad philosophy is the need to 
educate the buyer in the fundamentals 
of fire, casualty and marine insur- 
ance. Accordingly, a series, “Things 
Every Insurance Buyer Should Know,” 
was started in 1944 and continues to be 
used effectively. The advantages of 
buying through an independent pro- 
ducer are a vital part of the education 
the buyer acquires through this ad 
series. 


Use Of Local Papers 


Atlantic has consistently advertised 
in local newspapers as the most ef- 
fective medium of bringing the agent’s 
service directly to the attention of his 
market. Surveys have shown that the 
company’s newspaper programs rank 
among the most effective advertising 
in the business. A 1958 Starch study 

(CONTINUED ON PAGE 25) 





Asks Uniform, Somewhat Lower Financial 
Standards For Multiline Insurers In N.Y. 


NEW YORK—Only one witness ap- 
peared at the hearing here of the joint 
legislative committee on insurance 
rates and regulation, which is study- 
ing the state’s insurance laws to see 
if they need amendment in view of 
the past increase in multiple line un- 
derwriting that has occurred since the 
last general revision of the laws. 

Alfred J. Bohlinger, former super- 
intendent and now a practicing at- 
torney in New York, outlined some 
amendments wanted by his clients, 
National Assn. of Independent Insur- 
ers and North America. These dealt 
principally with financial require- 
ments for writing multiple lines. How- 
ever, he also recommended that multi- 
ple line companies be examined once 
every five years instead of once every 
three years, which the department 
has been doing. The law provides for 
examination of casualty companies 
every three years and fire companies 
every five years. 

Sen. Greenberg of Brooklyn presided 
in place of Sen. Condon of Yonkers, 
the chairman, who is_ recuperating 
from a heart attack. Sen Rath and 
Rep. Kalish also attended, along with 
Paul Blakeley, counsel, and Julius 
Wikler of New York, former superin- 
tendent, and William F. Condon Jr., 
son of the chairman, of counsel. 


Wanted To Suggest Changes Later 


Mr. Bohlinger indicated his clients 
wanted later to suggest changes in 
the rating and other sections of the 
insurance law. His recommendations 
generally were to establish for multi- 
ple line insurers the financial stand- 
ards applicable to fire companies, 
which are somewhat lower than for 





Report Fred. S. James 
Quits Chicago Board 


A great deal of interest has been 
created in Chicago by the report that 
Fred. S. James & Co. agency has 
resigned from the Chicago Board. 
James & Co. is 101 years old and is 
no doubt one of the oldest members 
of the board, paying the maximum 
dues under the schedule. 


casualty insurers. In any event, he 
said, the requirements should be uni- 
form. 

For foreign insurers the require- 
ments are somewhat higher for fire 
than for casualty; here he recom- 
mended uniformity at the casualty 
standard. 

Mr. Wikler asked if it is wise, in 
view of multiple line underwriting 
hazards, to use the lowest financial 
standard rather than the highest. 

Mr. Bohlinger said that financial 
requirements should not be made 
more onerous than necessary, and the 
higher amounts are not needed. This 
is especially so if the legislators want 
to bring in more companies and 
create more competition. 


Notes Legislative Reluctance 


Sen. Greenberg noted the legislative 
reluctance to reduce financial stand- 
ards, especially for foreign insurers. 

Mr. Bohlinger said that the depart- 
ment supervises these companies be- 
tween examinations. But, Mr. Wikler 
said, there is nothing in the law 
which controls the volume a company 
writes. It often has called in insur- 
ers and told them they were writing 
too much business for their finances. 
He would oppose writing any volume 
rule into law because of the rigidity it 
would create. 

When a life company gets into dif- 
ficulty, other life companies take over 
the business, Sen. Greenbero pointed 
out. That is the guaranty law, Mr. 
Bohlinger remarked. There are also 
funds for workmen’s compensation 
and automobile, to prevent loss to 
policyholders. 

Mr. Bohlinger said he had no basic 
objection to a guaranty fund. Mr. 
Wikler asked him for his ideas on such 
an establishment. The life guaranty 
is a pledging of the credit of all do- 
mestic life companies—no money is 
put up. It was used only once and 
worked out well. The company is now 
out from under. 

A casualty company that got into 
difficulties, presumably Preferred Ac- 
cident, entered the conversation anon- 
ymously. Would a guaranty fund have 

(CONTINUED ON PAGE 10) 





$4.3 Million Damage 
Suit Now Being 
Heard In Chicago 


What is possibly the largest damage 
suit ever filed is now being heard in 
Cook County superior court. Twelve 
survivors and six widows of an ele- 
vator cable accident on a construction 
project in Jacksonville, Fla., are ask- 
ing $4,300,000 from Archer Iron 
Works, Union Wire Rope Co., and 
American Mutual Liability. The case 
is being heard in Chicago because 
Archer Iron Works has its only of- 
fice in the U. S. in Chicago. The case 
is expected to last six weeks, but is at 
the head of a crowded court calendar 
of some 52,500 damage and personal 
injury suits because the plaintiffs’ at- 
torney, James A. Dooley, asked that it 
be advanced because of the serious 
injuries of some of the survivors. 

The accident occurred in March, 
1957, when an elevator cable snapped 
during the construction of the new 
Duval County court house and 19 
workmen plunged 75 feet to the 
ground. Seven men were killed and 12 
were injured. 


Cable Termed Defective 


Mr. Dooley says the cable made by 
Union Wire Rope was defective, that 
the safety device on the elevator sup- 
plied by Archer Iron Works failed to 
function properly, and that American 
Mutual Liability was negligent in 
making safety inspections. 

Union Wire says the cable was in 
good condition but was improperly 
rigged; Archer Iron Works maintains 
that the safety device functioned but 
that the elevator was made for ma- 
terials, not personnel, and was over- 
loaded, and American Mutual Liability 
argues that although it had an in- 
spector on the premises once every 
few months, it was not responsible for 
enforcing safety rules. 

Mr. Dooley is one of the better 
known NACCAs. He was able to get 
the case at the head of a docket in 
Chicago of more than 1,400 cases per 
judge, with 90% of the cases asking 
jury trials. 


McMahan SA In Northwest 

W. O. McMahan has been named 
state agent for Oregon and Washing- 
ton by Security-Connecticut group. 
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Automobile Problems| 
Hold Attention Of 
Casualty Conferees 


By ROBERT C. DAUER 


Automobile insurance, as it has fo; 
some years with this group and other 
held stage center 
during the annu 
sales and ageng 
conference of Con. 
ference of Mutua 
Casualty Compan. 
nies in  Chicagy 
last week. 

Reduced __com- 
missions, direct 
billing, merit rat. 
ing plans—theg 
and other facets of 
the confusing au. 
tomobile picture 
were prominent items on the conference 
agenda. 

This year’s conference was the last 
to be held under the guidance of long- 
time secretary, Paul E. Buehler, Bea- 
con Mutual Indemnity. Mr. Buehler, 
widely regarded as the guiding light 
and the man most responsible for the 
growth of the conference—it now 
boasts of over 90 member compani 
—has served the conference as pres- 
ident, vice-president and for the p 
15 years as secretary. He steps out 0 
the official family on January 1, 1960, 
His successor has not been named. 

For three years, the conference h 
been divided for certain sessions in 
two sections. Prior to this year th 
were called the vested and nonvested 
agency sections. This year the sections 
were retitled the “American agency’ 
and “exclusive agency representation’ 
groups. 


Interest Is Intense 


Paul E. Buehler 

























With interest in auto merit rati 
plans now intense, following the i 
troduction of the safe driver plan i 
California and other states, the di 
closures by Bernard Mercer, vice: 
president Preferred Risk Mutual 0 
Des Moines, of his company’s experi 
ence with such a plan during the past 
12 years were a highlight of the meet- 
ing. 

Mr. Mercer reviewed the _bureal 
safe driver plan as introduced in Cal- 
ifornia and then described compara- 
tively the Preferred Risk Mutual plan. 

Under the Preferred Risk Mutua 
plan, traffic violations are not con 
sidered. Also, until recently, discounts 
were not given in advance, but wert 
earned, based on experience with the 
company. Discount amounts are based 
on the claims incurred by the insured 
after he has joined the company ané 
are given as follows: 

New applicants pay the company 
basic rate (some 15%-20% off manu 
al); after one claim-free year, the m 
sured receives a 5% discount; afte 
two claim-free years, a 10% discount, 
after three claim-free years, a 15% d 
count; after four claim-free years, 
20% discount, and, after five claim 
free years, a 25% discount. 

If the policyholder has a claim 4 
any point in the program he returns 
to the basic rate at the time of his 
next renewal and starts over. The dis 
count is applicable to liability and 
collision only. Claims under medicé 
payments and comprehensive coveragé 
do not affect the discount. 

In 1957, the plan was modified % 

(CONTINUED ON PAGE 41) 
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He’s an insurance man, working for hustling agents. He’s an engineer, 
building sales for you. 

Agents, more and more, realize the tremendous potential of Boiler and 
Machinery Insurance. The Employers’ Agent knows how much we do to 
make it easier to produce. The Man with the Plan is completely backed by 
a highly competent, nation-wide engineering service. He has at his disposal 
experienced men to handle plant surveys, to work with him on sales pro- 
posals, inspections, losses and many other time-consuming details. He has 
attractive, informative, interest-arousing brochures for prospects. It’s that 
easy. It’s most productive. 

Let The Employers’ give you “‘eyes and ears”’ for profitable business . . . 
“eyes and ears” for bigger, easier sales. Look into all the advantages of 
The Employers’ completely engineered plan for Boiler and Machinery 
Insurance. More important, put that plan to work for your benefit. You’ll 
profit by it. 


THE Hmployers’ Group OF INSURANCE COMPANIES 


110 MILK STREET. 
(EG) 


BOSTON 7. MASSACHUSETTS 








Informative illustrated brochures 
are available to show, in easy to ¢ 


understand fashion, how The 
Employers’ Boiler and Machinery 
Insurance covers both direct and 
indirect losses, and provides 
effective loss prevention 
engineering service. 





The Employers’ Liability Assurance Corp., Ltd. « The Employers’ Fire Insurance Co. * American Employers’ Insurance Co. « The Halifax Insurance Co. of Mass. 
The Employers’ Life Insurance Company of America 








Roseburg, Ore., 
Explosion Losses 


Well Covered 


More than 90% of the buildings and 
stores damaged by the explosion of a 
dynamite truck in downtown Roseburg, 
Ore., are estimated to have been 
insured under the extended coverage 
endorsement. In the case of three 
companies, with 500 policyholders in 
the area, the EC endorsement rate ran 
to 98%. General Adjustment Bureau 
has already settled some 50% of the 
estimated 3,000 claims arising from 
the explosion. In view of the amount 
of insurance carried, the demand for 
loans to repair damages is expected to 
be slight. 


Philadelphia Loss Men 


Elect Williams President 


Philadelphia Loss Conference has 
elected Paul Williams, Reliance, presi- 
dent; Andrew Galbraith Jr., Mutual As- 
surance, vice-president; Stanley Bailey, 
U.S.F.&G., treasurer, and Robert A. 
Wilson, America Fore Loyalty, secre- 
tary. 


].&H. Elects Niemeier 

Wayne L. Niemeier has been elected 
assistant vice-president of Johnson 
& Higgins of Illinois. He has been with 
the organization since 1946. 






Life-Property Mergers 
On N.J. I-Day Card 


The question of life company mer- 
gers with property and casualty in- 
surers will highlight the New Jersey 
I-Day program sponsored by New 
Jersey chapter of Society of CPCU at 
Essex House, Newark, Oct. 8. 

The impact of such mergers on 
companies, agents and brokers, and on 
the buying public, will be covered 
successively by George Shackelford, 
vice-president Travelers, Gordon Mil- 
ler, Philadelphia general agent of Mas- 
sachusetts Mutual, and R. A. Rennie, 
vice-president of research, Nation- 
wide Mutual. Charles Andolsek, vice- 
president Equitable Society, will speak 
on the pros and cons of a life com- 
pany’s entering the property and cas- 
ualty field. 

At the I-Day luncheon, Harry J. 
Loman, dean of* American Institute, 
will confer the CPCU designation on 
qualifying local candidates. 


Zurich Names Two To Claims Posts 

Zurich has promoted F. M. Kelly 
from superintendent of claims at San 
Francisco to executive claim repre- 
sentative at Chicago. He will be suc- 
ceeded at San Francisco by Robert 
McCormack. Mr. Kelly joined the com- 
pany in 1949 and has been superin- 
tendent of claims since last year. Mr. 
McCormack has been with Zurich at 
San Francisco since 1953. 
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Group Health Mutual 


In News On Two Fronts 

ST. PAUL—Group Health Mutual, a 
St. Paul insurance company, has been 
in the news on two fronts this week 
following controversies with the in- 
surance departments of Minnesota 
and North Dakota. There have also 
been political repercussions reaching 
high places in the Democratic-Farmer- 
Labor party in Minnesota. 

At the company’s home office a 
shakeup in top level management 
was announced by Alfred J. Neisen, 
president. Arnold Lindquist, executive 
vice-president, on Sept. 15 took over 
the additional duties of general man- 
ager, succeeding George W. Jacobson, 
one of the founders, who will now 
devote much of his time to association 
work among the cooperative and pre- 
paid medical plan organizations in 
which the company is a pioneer and 
active participant. 


Licenses Restored To 14 


On the North Dakota front, Com- 
missioner Jensen said he has restored 
licenses to 14 of about 60 agents of 
Group Health Mutual whose licenses 
were canceled because of alleged ir- 
regularities and misrepresentation of 
policies on the part of some of the 
agents. Jensen has refused to license 
other agents for the company until all 
claims against the company are paid. 

Two lawsuits have grown out of the 
affair. Two former area directors in 
North Dakota have filed a $50,000 suit 
for slander against the company. 
Group Health Mutual in turn has sued 
these two former directors, Robert 
Matthews and Harvey Gershien, for 
$200,000. 

On the political front, Mr. Jacobson 
served on Gov. Freeman’s tax study 
committee and his wife was former 
Democratic-Farmer-Labor state chair- 
woman and is now an administrative 
assistant and speech writer for the 
governor. 


Va. Casualty Group Elects 


Virginia Casualty & Surety Assn. at 
its annual meeting elected R. B. Ward 
Jr., U.'S.F.&G., president; W. J. Tobin, 
Maryland Casualty, vice-president; J. 
T. Jones, Aetna Casualty, secretary- 
treasurer; and C. M. Hart Jr., Fidelity 
& Deposit, assistant secretary-treas- 
urer. 
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Auto To Dominate 
Neb. Agents Annu 
In Omaha, Oct. 15-] 


Problems facing the industry in th 
automobile field will dominate Nebras. 
ka Assn. of Insurance Agents’ annua 
convention in Omaha, Oct. 15-16, at th 
Town House. 

The new automobile merit-rating 
plan will be discussed in detail in; 
panel moderated by Curtis M. Elliot 
insurance professor University of Ne 
braska. Entitled “New Developmen, 
in Auto Insurance,” the panel wij 
consist of James R. McWilliams, auto. 
mobile manager National Bureau, Ney 
York, “Automobile Merit-Rating 
Plans”; William E. Grubbs, Nebrask; 
insurance director, ‘New Develop. 
ments from the Standpoint of Super. 
visory Authority”; Emerson H. West. 
wick, field representative Insurance 
Institute for Highway Safety, “Im. 
proving Automobile Accident Statisties 
through Industry Action”; Maurice 4 
Jacobsen, Nebraska financial respon. 
sibility supervisor, “Administration of 
the Safety Financial Responsibility 
Law,” and John H. Binning, counsel 
Nebraska Assn. of Insurance Agents 
“New Legislation Affecting the Auto. 
mobile Insurance Picture.” 


Focus On Ad Program 


The Thursday morning session willl 
feature a film and presentation on the 
association’s advertising program; a 
discussion led by Edward Copple, 
Lincoln, on agents’ qualification legis- 
lation, and William H. Pugh, Albvu- 
querque, speaking on “An Agent's 
Premium Financing Plan.” 

Donald Ross, field merchandising 
manager Successful Farming, will 
speak on “Developing the Great Farm 
Insurance Market” and Guy Fergason, 
Fergason Personnel, on “How’s Your 
Super-Q (Supervisory-Quotient)”” 
Friday. Porter Ellis, Dallas, represent- 
ing National Assn. of Insurance 
Agents, will address this session on 
“Courage of Your Convictions.” 

Kenneth McFarland, General Mo- 
tors, will also speak, and a full pro- 
gram is planned for the ladies. 


Tye With Ernst & Ernst 


Charles W. Tye, insurance and tax 
accountant and attorney, has _ joined 
the accounting and management con- 
sulting firm of Ernst & Ernst in the 
New York office. He will coordinate 
the firm’s tax accounting and consult- 
ing services to insurers in the U. & 
and abroad. 

Mr. Tye was in private law practice 
and government service for a number 
of years before entering legal and tax 
work for insurers. He was with Mary- 
land Casualty from 1943 to 1947 and 
with Royal-Globe from 1947 to 1954 
when he became head of the tax and 
corporation departments of the ac- 
counting firm of Joseph M. Froggatt 
& Co., his most recent connection. He 
is past chairman of the joint commit- 
tee on taxation of National Board and 
Assn. of Casualty & Surety Compa- 
nies. 


Two Named In Indiana 


Forrest R. Wallace and Donald R. 
Weber have been appointed special 
agents of Indiana Lumbermens Mu- 
tual, traveling the Indiana field. Both 
are graduates of the company training 
course. 

Mr. Wallace, who will have the 
southwestern Indiana territory, has 
been an underwriter. Mr. Weber will 
have northern Indiana. 
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. Tells What Claim Man Can Do About 
15.1 Misstatements In A&S Applications 
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Several suggestions designed to help 
claim men in dealing with fraudulent 
and innocent misrepresentations in 
A&S claim work were given by 
Thomas A. Harnett of the New York 
City law firm of Watters & Donovan 
at the annual meeting of the Ameri- 
can Bar Assn. insurance negligence 
and compensation law section at 
Miami Beach. 

Mr. Harnett’s first suggestion was 
that to establish that there was a 
misstatement, which is tantamount to 
a misrepresentation, the question on 
the application for insurance should 
seek, wherever possible, factual ob- 
jective information. The one question 
that comes up in litigation most fre- 
quently is, “Are you in good health?” 


Courts Say It’s Subjective 


Mr. Harnett said the tendency of the 
courts is to find that this is a purely 
subjective question calling for the in- 
sured’s opinion or belief. If this ques- 
tin is to be retained it should be 
supplemented by a specific question 
such as these: 

“Have you 
practitioner 


consulted a 
within the 


medical 
last 
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“What was the nature of the con- 
dition for which the medical prac- 
titioner was consulted?” 

“State when you last consulted a 
medical practitioner, giving his name 
and address.” 

“Have you been hospitalized within 
the last 10 years?” 

“Have you been subjected to diag- 
nostic examination, i.e., x-ray, cardio- 
gram, or the like, within the last 
years?” 





Absence From Employment 


“Have you been absent from your 
employment by reason of any sick- 
Ness or accident within the last 
years?” 

“These questions,” said Mr. Harnett, 
“have greater probative value and 
may disclose to the underwriter a pre- 
existing disease or condition and af- 
ford an opportunity of evaluating the 
tisk at the time of application.” 

As to establishing materiality, def- 
inite underwriting rules should be es- 
tablished and promulgated for each 
type of policy issued. In addition, the 
insurer should have a general under- 
writing appraisal of physical histories 
which defines the general physical 
conditions, disorders and diseases and 


their insurability or lack of insura- 
bility. 





Can Use Records 


Mr. Harnett said that in these days 
of statistical accounting, a tabulated 
record could be established showing 
acceptance of risks and projection of 
other risks and the basis of such ac- 
tion, In this way an insurer would be 
Ma position to prove not only its in- 
tended practice but its actual prac- 
tice. The claim man and the lawyer 
armed with such proof could then 
teadily show the “evidences of such 
lMsurer’s practices” and conclusively 
Prove that the statement or mistate- 
ment was material to the risk. 

_ Another common basis for litigation 
is the assertion that the application 
Was not completed by the insured but 
m fact was completed by the insur- 
t's agent. One possible solution to 
this problem, said Mr. Harnett, is to 
lake advantage of the parol evidence 
tule by incorporating in the applica- 
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tion specific language to the effect that 
the insured has read the application, 
the amswers are his and that the 
agent has no authority to change or 
alter the answers. Such saving lan- 
guage seems to have met with judicial 
approval and appears to be a wise 
precaution, 


Should ‘Red-Flag’ Symptoms 


Aimougn the tenaency of tne more 
YeccNt Cases 1S tMat a partial aiscids- 
ure of some condition aoes nov re- 
Quire tne imsurer to IMvestigave, we 
Menuoning of any physical condition 
or symptom that Is Inaicative or ai- 
ease or disorder should be “rea- 
tiaggea’ immediately. Then a deter- 
mination should be made whether it 
ls worth the cost of investigating tne 
history and ascertaining all the tacts 
or should the risk be dectined. 

“As we all know, initial impressions 
as to probability often prove true,” 
Mr. Harnett observed. “This maxim 
seems to be proved beyond doubt in 
the history ot insurance litigation. it 
the risk sounds bad, don’t accept it. 
It it is to be accepted, run down all 
information possible to justify such 
an underwriting decision.” 


Waiver Is Baffling 


The problem of waiver is one that 
is not quite surmountable in all or- 
ganization, Mr. Harnett said. it is one 
ot coordination or communication. it 
in tne handling of the claim it is estab- 
lished that misrepresentation “appears” 
to nave been ascertained, the claim man 
should be provided witn a form to be 
dispatched immediately to the home of- 
fice underwriting department, with a 
copy to the premium service depart- 
ment and all others who might have oc- 
casion to communicate with the in- 
sured. The form should be simple in 
nature and state that no premium 
notices or policy action should be 
taken without consultation with the 
claim department and the individual 
handling the claim. : 

“Thus, some day we might have the 
left hand knowing what the right 
hand is doing and prevent embarrass- 
ment at trial,’”’ Mr. Harnett said. 


Believes In Own Good Health 


Explaining earlier in his talk the 
reasons for these suggested  safe- 
guards, Mr. Harnett said that as re- 
spects the sound health declaration, 
the average person is inclined to be- 
lieve he is in good health and free 
from the effects of injury, as stated in 
the question. Yet he may well be 
suffering from a serious disease or 
disorder. Is he to be penalized if a 
later event proves him wrong? 

Most states have a statutory defini- 
tion of a representation. Section 149 
of the New York insurance law states 
that “a representation is a statement 
as to a past or present fact made to 


the insurer by the applicant or by the 
authority of the applicant... .” 

Twice the New York court of ap- 
peals has held that a representation 
as to good health in an application 
for insurance is not an affirmation of 
fact and this view has been adopted 
in other states. 

The apparent philosophy behind 
these decisions is that the applicant 
in good faith believed and was jus- 
tified in believing that his health was 
not impaired, Mr. Harnett pointed out. 
The courts have ruled that the an- 
swer cannot be intended to do more 





than convey 
ance that the applicant has had no 
sympton of disease which ‘would or- 
dinarily act as a warning or -notice, 


to the company § assur- 


that his health 
in a_ substantial 


even to a layman, 
might be impaired 
degree. 


Burden Is On Insurer 


This leaves to the insurer the nec- 
essity of proving that the applicant 
knew or had reason to know his 
health was substantially impaired at 
the time he made his application. In 

(CONTINUED ON PAGE 34) 
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Gallagher Predicts 
Seventeen Changes 


In Near Future 


DULUTH—The future of the Amer- 
ican agency system depends upon 
making changes to correct past mis- 
takes, Eugene F. Gallagher, fire and 
marine manager of Standard Accident, 
stated in an address before Minnesota 
Assn. of Independent Insurance Agents 
at its annual convention here last week. 

These changes, and there are some 
seventeen of them, he said, would 
make more of the premium dollar 
available to pay losses. This can only 
be accomplished by requiring less of 
that dollar for aggregate expenses of 
operation. 

A great many independent filings 
both as to coverage and rate may be 
expected. Rating bureaus today look 
with greater liberality upon their 
members filing independent plans. 
Competition thus may be met on its 
own battle-ground, he said. 

Predicts Loss Of Control 

Rating bureaus will lose some of 
their “so-called control” over member 
companies, Mr. Gallagher predicted. 
This will be particularly significant in 
the fire field where there always has 
been a great degree of conformity. 

Tempo of competition for personal 
lines will increase. Direct writers and 
mutuals are preparing for a real drive, 
especially for fire. A direct writer 
vice-president recently stated that 
personal dwelling and auto business 
belongs to the direct writer because 
the stock-agency is not geared to mass 
production methods which serve this 
type of business more economically, 
Mr. Gallagher noted. 

Companies not operating on the 
agency system will become more com- 
petitive on commercial lines. Allstate, 
he reminded his audience, has received 
approval of a 15% deviation filing on 
mercantiles in several states. 
Washington Hearings Noted 

There will be increased competition 
between agency companies’ which 
heretofore have been operating largely 
with uniform contracts and rates. The 
atmosphere of recent Congressional in- 
vestigations will stimulate independent 
thought and action. 

An almost universal adoption of 
merit or safe-driving auto plans is to 
be expected. While the plan presents 
some problems, public demand and ac- 
ceptance will bring it about, he said. 





Indiana Transportation 
Bureau Holds Annual 


The topsy-turvy homeowners situa- 
tion and the booming outboard motors 
and boats market were discussed at the 
annual meeting at Indianapolis of the 
executive committee of Transportation 
Insurance Rating Bureau of Indiana. 

William H. Rodda, secretary of 
Transportation Insurance Rating Bur- 
eau, said the Indiana bureau has filed 
the “new, new” homeowners program 
similar to the Multi-Peril Insurance 
Conference filing. 

Outboard motors and boats now 
produce the largest volume of inland 
marine business for transportation 
bureau companies in Indiana and na- 
tionally, Mr. Rodda said. From figures 
so far this year, it appears the boats 
and motors classification will far sur- 
pass the personal property floater and 
personal jewelry which outranked it 
last year. In view of its phenomenal 
growth, it is not surprising that the 
po line is producing problems, he 
said. 





HteNATIONAL UNDERWRITER 


Coincident with this will be the adop- 
tion of a simplified, single limit policy. 
Various plans will become available 
on an installment basis of premium 
payment. Plans even on a monthly 
basis, when total premium is above 
a stated minimum, are possible. 
Continuous policies will be intro- 
duced in the simple mass-market 
dwelling and auto lines. Renewal cer- 
tificates will be used and the con- 
tract so drafted that the policy is in- 
valid if premium has not been paid, 
Mr. Gallagher said. Effective date of 
policy will depend upon pre-payment 





of premium. Policy term may be as 
short as three months. 

More and more direct billing will 
be utilized by companies. A number of 
companies have already organized 
specialty companies which eliminate 
duplications and other unnecessary 
expenses and so write at less than 
“going rates”—direct billing is usually 
one of the factors involved here, he 
said. 

Most companies will take steps to 
minimize the unwarranted expense 
and “evil” of flat cancellations. At the 

(CONTINUED ON PAGE 41) 
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Pa. Eases Law On 
Merger Of Mutuals 


Pennsylvania has passed a bill per. 
mitting mutuals to merge upon ap. 
proval of two-thirds of the mem 
voting in person or by proxy at; 
special meeting. Previously, a majori. 
ty of the members had to approve 
The bill stipulates that before the in. 
surance commissioner approves a 
merger, he must be satisfied that it is 
not inimical to the interests of mem. 
bers, policyholders or creditors. 
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‘Additional Features 
Of NAMIA Convention 


w. H. Rodda, secretary of Trans- 
tion Rating Bureau, will discuss 
developments in homeowners policies 
at the annual meeting of National 
of Mutual Insurance Agents 


i Oct. 19-21 at the Chase Hotel in St. 


The four year history of coopera- 
tion between companies and agents 
will be the theme of a special feature 
of the meeting. Earl A. Lamb of New 
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York and Norman Trebilcock of Mil- 
waukee will serve as co-chairman of 
a panel which will be presented Mon- 
day. Fred A. Beckford, president of 
Lumber Mutual Fire of Boston, will 
report on public relations; David Ev- 
ans, agency supervisor of Lumber- 
men’s Mutual of Mansfield, on ad- 
vertising and selling; J. Wallace 
Aggett, vice-president of Atlantic Mu- 
tual Fire of Savannah, on agency man- 
agement, and B. L. Hewett, vice- 
president of Michigan Millers Mutual, 
on education. 

Keith Skillin, agency supervisor of 


Lumber Mutual Fire, will handle a 
meeting of company agency directors 
to discuss common problems, Oct. 19. 
This is a new feature and will deal 
with such subjects as agency records, 
delinquent accounts, line or staff au- 
thority and inter-departmental func- 
tions. 


Security of New Haven has declared 
a 3% stock dividend in addition to the 
regular cash dividend of 20 cents, both 
payable Nov. 2 to stockholders of rec- 
ord Oct. 16 and Oct. 9, respectively. 
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Want to know more about it? 
Like your own Trip Kit? 
Then mail the coupon NOW! 
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Cal. Agents Express 
Satisfaction With 
Safe Driver Plan 


Statewide approval of the California 
safe driver plan was expressed by 
members of California Assn. of Insur- 
ance Agents at the series of regional 
meetings held this month. 

A general discussion of the plan, 
which was introduced on an experi- 
mental basis in California earlier this 
year, was conducted by association of- 
ficers at the 24 regional meetings held 
twice a year throughout the state. 

Vice-president Milton R. Cheverton, 
in discussing the legislative develop- 
ments in Sacramento, pointed out that 
because members are interesting 
themselves in the political affairs of 
the state, the association’s legislative 
program was eminently successful this 
year. “We are very proud of the fact 
that this year, despite a major change 
in administration and a major change 
in the time and attention necessary 
to follow bills in Sacramento, there 
was not one single measure that was 
opposed by the California Assn. of In- 
surance Agents that was not defeated. 
Nor was there a single measure that 
was supported vigorously by the Cal- 
ifornia association that was not adopt- 
ed. And those bills for which we 
wanted to secure modification were 
modified in the way suggested by our 
association,” Mr. Cheverton stated. 

The financial situation which nec- 
essitated the dues increase was ex- 
amined with particular attention be- 
ing devoted to those areas in the budg- 
et which have substantially increased. 
The consensus among the membership 
was that the increase was more than 
justified and therefore met with vir- 
tually unanimous acceptance. 


5% For Advertising 


In the field of advertising, Secre- 
tary-Treasurer Jack C. Schroeder 
stressed the importance of continuing 
support of the NAIA national adver- 
tising campaign. He said that in his 
agency 5% of the gross premium is 
spent on advertising and a substantial 
portion of this goes directly into the 
national advertising program. His 
agency volume since the inception of 
its ad program has multiplied several 
times, he said. 

The impending demise of the Pacific 
Board was discussed. Association of- 
ficers emphasized that every effort 
would be made to maintain lines of 
communication with board companies 
while developing new avenues should 
it become necessary. 

A review of the agents’ anti-trust 
suit was given along with latest de- 
velopments in the case. Agents were 
told that a re-hearing on the agents’ 
petition to keep the action in federal 
court will be heard Sept. 25. 

The agency cost survey now beirig 
conducted by NAIA was examined 
and officers urged all possible coop- 
eration by participating agencies. 


Minnesota Mutual Agents 


Hold Annual Convention 


MINNEAPOLIS—A_ challenge’ ito 
independent mutual agents to face up 
to competition from “captive” agency 
companies was the theme of the an- 
nual convention of Minnesota Assn. 
of Mutual Insurance Agents, Sept. 14- 
15. Speakers included Commissioner 
Magnusson of Minnesota; Harry D. 
Bean, Haddonfield, N. J., president 
National Assn. of Mutual Insurance 
Agents, and Newell R. Johnson, gen- 
eral manager American Mutual Insur- 
ance Alliance. 
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The new St. Paul Budgaplan offers all the advantages of 
monthly payments plus these extra features: 


@ No coupon book—billing is done monthly through 
the home office. Flexibility Plus—prepayments for 
one month, three months or any period of time are 
accepted. 


@ No cancellation or rewrite of existing policies is 
necessary. BUDGAPLAN works like an open-end 
charge account. Flexibility Plus — policies or en- 
dorsements may be “added” at any time. The 
monthly premium automatically adjusts to these 
changes. 

No signature is required. Arrangements may even be 
made by phone. 


No wandering in the dark. The agent is kept fully 
advised at all times. Full commissions paid immedi- 
ately on all contracts written. 
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Nw Mutual Sea Hunt 
Produces Sparkler 


The seemingly hopeless task of re- 
cevering a $2,000 diamond ring from 
a lake was undertaken by an adjuster 
of Northwestern Mutual in a true-to- 
life Sea Hunt. 

The adjuster, James Murphy, hired 
a diver to explore the bottom of Lake 
Washington near Seattle where in- 
sured said the ring was dropped. Mr. 
Murphy and insured went through 
buckets of mud brought up from the 
lake bottom by the diver. 

Two hours and $40 later, the spark- 
ler was found. 


Atlantic Mutual Names 
Russell At Des Moines 


Atlantic Mutual has named Richard 
L. Russell manager of a new service 
office at Des Moines. The office will 
be under the administrative jurisdic- 
tion of Robert M. Perce, vice-president 
and general manager of the midwest 
division at Chicago. 


Shift Sites For Southern 
Agents To Hot Springs 


Changes in convention sites have 
been announced for Southern Agents 
Conference by D. Thompson Hargraves 
Sr., Helena, Ark., chairman. The 1960 
meeting of the conference will be at 
the Arlington Hotel, Hot Springs, Ark., 
March 27-29. The meeting previously 
had been set for Atlanta. Tentative 
plans call for the 1961 meeting to be 
at Jacksonville, Fla. SAC includes as- 
sociation from 10 southern states and 
from Puerto Rico. 


Schedule CPCU Study At 
University Of Tennessee 


Mid-Tennessee chapter of CPCU 
will sponsor courses in parts I, II and 
V of the CPCU curricula with the 
University of Tennessee extension di- 
vision, 9th and Broad Streets, Nash- 
ville. 


Swan Joins Lefferdink 


D. Walter Swan has joined the man- 
agement group of the Allen J. Leffer- 
dink Enterprises as vice-president in 
charge of the new eastern office at 
Washington, D. C. Mr. Swan has had 
management experience with United 
Airlines, the U. S. government and 
National Assn. of Manufacturers. His 
son, Daniel, is in charge of the Indiana 
territory for Colorado Credit Life, one 
of the Lefferdink enterprises, which 
include also Allied Colorado Enter- 
prises, Denver Acceptance Corp., Mag- 
ic Mountain, and Cambridge Life, In- 
ternational Life of San Juan, Equity 
General Life, Nebraska National Life 
and Equity General Ins. Co. 


Allstate has begun writing individual 
A&S and hospitalization in New York. 
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Mutual Of Omaha Bu 
St. Paul Hospital & Cas, 


Mutual Benefit H.&A. has pure 
control of St. Paul Hospital & Ca 
from Mrs. Molly M. Imm, whose late 
husband, Martin Imm, founded 
company. Stock was purchased aq 
from other stockholders, but Mrs, ] 
was the majority stockholder. 

The purchase of St. Paul Hospi 
& Casualty also gives Mutual of Oma 
ha the management of Wisconsi ‘ 
Casualty Assn. of Milwaukee, an af y 
filiate which writes about $400,000 § 
$450,000 a year in A&H premiums, 

St. Paul Hospital & Casualty in J 
had premiums of $1.2 million, writig 
in Minnesota and North Dakota 
through approximately 100 agents, 
announced intention of Mutual of Oma. 
ha is to operate the new affiliate 
the present management and 
representatives, and with no Policy 
changes. Oscar Lipke, general mam 
ager, will remain in charge of operm 
tions as vice-president with head 
quarters in St. Paul. Wisconsin Cas. 
ualty, at Fond du Inc., will continue 
under its present management and 
agency personnel. 

Capital of St. Paul Hospital & Cas. 
ualty is $100,000. The affiliated Wis. 
consin Casualty is a mutual. St. Pay 
Hospital & Casualty at the end off au 
1958 had assets of $484,422. The com- 
pany had a loss in its operations off ¥i¢e- 
$28,845. b 


Blaisdell In PR For ot 


Casualty Association 


Paul H. Blaisdell, who has been traf. 
fic safety director of the accident pre- 
vention department of Assn. of Cas- 
ualty & Surety Companies for nine 
years, has been transferred to the 4 


Sep 


We 


lic relations staff. The traffic safety di- 
vision is transferring its activities 
Insurance Institute for Highway Safe 
ty, Washington, D. C. 


Nuclear Liability To 
Feature Atomic Forum 


Liability problems in nuclear indus- 
try will be a key topic at the annual 
conference of the Atomic Industrial 
Forum Nov. 2-4 at the Sheraton Park 
Hotel, Washington, D.C. 

A status report on nuclear liability 
and insurance and a discussion on the 
more pressing problems in this field 
will feature the meeting. Details are 
available from the conference man- 
ager of the forum, 3 East 54th Street, 
New York, 22, N.Y. 


Same Mass Auto Rates 


Massachusetts Automobile Rating & 
Accident Prevention Bureau has rec- 
ommended to Commissioner Whitney 
a schedule of rates for compulsory 
auto coverage in that state for 1960 
that is substantially the same as 1959. 
There will be some changes by terti- 
tory, up and down. 











Charles A. Pollock, 


President 
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Wash. Agents Elect 
sa\Hugh Hitchcock 


Hugh O. Hitchcock, Ellensburg, was 
elevated to the presidency of Washing- 
ton Assn. of Insurance Agents at the 
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of Kittitas County Insurance Assn. in 
1954, and the following year was 
appointed a trustee of the Washington 
association. In 1956 he served as east- 
side regional vice-president and last 
year was elected vice-president and 
chairman of the board. 


Aetna Fire Tronelers 


Several In Nebraska 


Aetna Fire has transferred Kenneth 
H. Evans, state agent for western 
Nebraska, from North Platte to Omaha 
to supervise the entire state. U. Cone 
Johnson, state agent, has been assigned 
to St. Louis, and Special Agent Donald 
C. Wallace, who has been in eastern 
Indiana, will go to North Platte. 

Special Agent Robert C. Hendricks 
has been assigned to Omaha, replacing 
Bill G. Mansker, who has entered local 
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Criss Award Given 
To Dr. T. A. Dooley 


The C. C. Criss award of Mutual 
Benefit H.&A. for 1959 has been given 
to Dr. Thomas A. Dooley. The award, 
given for outstanding contribution in 
the field of health and/or safety, con- 
sists of $10,000 tax-free and a gold 
medal. Dr. Dooley, together with Dr. 
Peter Comanduras, has been a leader 
in founding Medical International Co- 
operation Organization. He is especial- 
ly noted for his work in Laos where 
he has established two hospitals and a 
clinic. 

The Criss award is given by Mutual 
of Omaha to honor the late C. C. Criss, 
who founded the company in 1909. | 


Slate Law Course For Claims Men 

A course in law related to problems 
of insurance claims men will be con- 
ducted on nine Wednesday evenings, 
beginning Oct. 14, at the University 
of Chicago downtown center, 64 East 
Lake Street. Richard E. Mueller of the 
law firm of Lord, Bissell & Brook will 
be the instructor. 


S. D. Agents Name 
Thorpe President 


L. B. Thorpe, Pierre, was elevated 
to president of Independent Agents of 
South Dakota at the annual meeting 
in Rapid City. He succeeds William 
Wolner, Huron, under whose leader- 
ship membership reached an all-time 
high of 205 agencies. 

A. A. Remmele, Chamberlain, is the 
new vice-president. Delbert Paul, 
Clark, was reelected secretary-treas- 
urer; H. Thrall, Huron, was reelected 
state director, and A. S. Avery, Huron, 
was retained as executive secretary. 

The new member of the board is 
J. R. Menning, Corsica, who last year 
headed the NAIA advertising cam- 
paign in the state. The reelected board 
members are H. F. Deschner, Aber- 


deen, and Marvin Jepsen, Rapid 
City. 
The speakers included Martin C. 


Cotley, who talked on vehicle liability; 
F. P. Nuelle, whose subject was ad- 
justing; Joseph Kirby, president of 
Western Surety, who talked on bond- 
ing, and William A. Pollard, executive 
secretary of NAIA. 





ALLEN V. BOWLING, PRESIDENT 





Report from Chicago: 


(or: It isn’t any secret any more!)* 


*The secret is ACTION!.. For the “ACTION” Story write or call 


NORTH AM 


Lie, Accident & Health Insurance 


209 SOUTH LASALLE STREET °* 


During 1958 the North 
American advanced 61 
positions among all U. S. life 
companies— life insurance in 
force—placing it in the upper 
6th of the industry. 


Authority: The National Underwriter 
April 25, 1959 
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N. Y. Holds Hearings On Rates, Regulations 


(CONTINUED FROM PAGE 2) 


helped in that case, Mr. Wikler asked. 
Yes, Mr. Bohlinger said, though pol- 
icyholders and creditors are being paid 


out 100%. However, apparently the 
federal government will be left hold- 
ing the bag. 


“Weren’t you superintendent when 
the department went to the practice of 
examining multiple line companies ev- 
ery three years,” Mr. Wikler asked. 
Yes, Mr. Bohlinger said. He indicated 


he had changed his mind because ex- 
aminations take insurance personnel 
away from their regular work, and he 
doesn’t believe ML companies need 
examination that often. Casualty only 
companies, yes. The law could still 
keep the provision it has for exam- 
ination any time on showing of need. 
That need can be checked via annual 
statements and the quarterly state- 
ments the department calls for. Ex- 


aminers stay in a company as long as 
nine months or more. Then the exam- 
iners get up their report, the company 
may object to some of the recom- 
mendations, a hearing may be called 
—all of which can take a year or more. 
Pretty soon the department is back 
again for another examination. 

Casualty is a hazardous business. 
Doesn’t it need frequent checking? 

No, Mr. Bohlinger said. The depart- 
ment knows as soon as a company be- 
gins to get into difficulty. 

If the state went to five years, ex- 
amination personnel would have to be 











Dangerous outlook 


Neither you nor the ostrich can hide from danger. A fire, unexpected personal accident, 
robbery, disabling illness, auto crash, lawsuit ...any one of these financial losses could 
wipe out the fruits of a lifetime of hard work. “Don’t bury your head in the sand” to the 
value of modern up-to-date insurance protection. Be sure, in these days of inflation, 
that the amount of your coverage is adequate. Your local independent insurance agent or broker . 
who represents the Maryland in your community knows what kind of insurance you need, 
and when you need it. And he’s always at hand, ready to act, when loss occurs. 
Because he knows his business, it’s good business for ‘you to know him. 


MARYLAND CASUALTY COMPANY 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 
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Another striking advertisement to help build more business for the local agent or broker by dramatizing the importance of insurance to value. 
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reduced, Mr. Wikler suggested. ' 

Well, Mr. Bohlinger said, does 
department have to keep growing 
the time? Mr. Wikler called attent 
to the increase in companies and bus 
ness, to the department’s program , 
improving examination procedure 
providing better training for the 
etc., a program Mr. Bohlinger put in 
effect. 

Mr. Bohlinger said that compan 
have complained about the frequen 
of examinations. Sen. Greenberg wo 
dered why nothing was said to ¢ 
legislature, and why Mr. Bobhlir 
didn’t recommend a change. ; 


Liberalization Of Law 


Mr. Bohlinger also asked for liber 
alization of the law on payment 
dividends to the fire company stay 
ard and liberalization of the ceif 
placed on mutual casualty compania 
for management expense, which 
30% of net premiums. Mr. Wik 
asked if he knew of any company tf 
had complained about that ce 
No, Mr. Bohlinger said, but that doe: 
mean the law shouldn’t be changed, 

Sen. Greenberg wanted to quest 
Mr. Bohlinger on his views about 
ing, since he had gotten into that 
his testimony before the senate ant 
trust and monopoly subcommitt 
But Mr. Bohlinger declined becay 
here he was representing clients 
in Washington he appeared as an 
dividual. 


David Irons Resigns 
From Tex. Department | 


David B. Irons, a member of th 
Texas Board of Insurance, has resign 
effective when his successor has be 
selected or announced. Mr. Irons } 
for some time been a close associate 
Gov. Daniel. He was named a con 
missioner two years ago after se 
with the criminal division of the U. 
Department of Justice. He former 
was claims examiner of Trinity Uni 
versal. Mr. Irons said he will ente 
private law practice. 


Public Hearings On Code 
Set For Sept. 23-24 In Ala. 


The Alabama house and senate i 
surance committees have set Se 
23-24 for public hearings on the n 
insurance code bills. The pendi 
measures were drafted by a sev 
member legislative interim commi 
after 15 months of study and publi 
hearings. Principal objective was 
cut down on sharpers and _ fly-by 
night operators in the business in Als, 
bama. Insurer stock manipula 
would be dealt a severe blow by 
guards recommended by the legis 
tors. 

They drafted the proposal 
public hearings attended by lead 
from all segments of the insuran 
business in Alabama and over the 
tion. Gov. Patterson is expected to su 
port bills, which will be finally 
by the insurance committees and 
two houses. 

Robert Williams, Seattle attorney 
who worked with the house-sena 
committee, will attend the hearings. 

The proposed code would grea 
increase capital requirements for start 
ing insurers. 


Gage In Southern Cal. 


Carter Gage has joined London 
surance as field man in _ southem 
California. He entered insurance 
1953 with Chubb & Son, and since 135% 
year, he has been with Johnson ° 
Higgins. 
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HeNATIONAL UNDERWRITER 


Says Sales To Small Business Neglected; 
Cites Small Group Plan Opportunities 


Every day in every community, 
agents walk out of stores, offices and 
smali business establishments, leaving 
a fortune in premium dollars behind 
them. They should ponder the protec- 
tion programs they can offer the typi- 


cal small business, Kenneth K. Walch, 


manager of the group department of 
Philadelphia Life, declared at the an- 
nual meeting of New Jersey Assn. of 


Insurance Agents at Atlantic City. He 
spoke on the role of small groups dur- 
ing a panel on “New Money in Your 
Agency.” 

Group major medical may now be 
written with as few as 10 persons. 
Group life has been legally available 
to firms of this size since 1956. A pay- 
roll deduction plan can be installed 
with as few as five people. An agent 


can qualify a pension plan with as 
few as one or two persons. Add to this, 
individual sales of key man life or 
accident insurance, plus all of the 
general lines, and the list of opportuni- 
ties is impressive, Mr. Walch said. 
Need For Guidance 


There is a tremendous need for 
competent insurance guidance at the 
small business level, he went on. It is 
an area easily overlooked and actually 
avoided because many agents refuse 
to invest time to solicit small-business 
prospects. Admittedly, it is sometimes 
difficult to pin down a responsible in- 





Executive Office: 


AWARD-WINNING PLANT 


CUTLER-HAMMER, INC., LINCOLN, ILL 


DESIGNER—ENGINEER—BUILDER 
THE AUSTIN COMPANY, CLEVELAND 





SAFEGUARDS ITS PROPERTY WITH 


ADT Uitemillie 


Selected by FACTORY magazine as 
one of the nation’s Top Ten for 1959, the 
new Cutler-Hammer low-voltage distri- 
bution apparatus plant is a model of 
clean building lines and uncluttered 
working space—with plenty of growing 
room. 


Automatic operations within the 300,- 
000 square-foot plant are used wherever 
possible, even to safeguards against fire 
and intrusion. 

ADTSprinkler Supervisory and Water- 
flow Alarm Service maintains a continu- 
ous, automatic check on water supply to 
the sprinklers and will automatically 
summon fire fighters in case of fire. In 
unsprinklered plant areas, ADT Aero 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 


1385. Sizth Avenues, Meow: Kerk 237-82 
OR GG AN 1 


MRATEOWNW TO EC 


PROTECTION 


Automatic Fire Alarm Service will auto- 
matically detect and report a fire in those 
vital first few minutes. Failure of Cutler- 
Hammer watchmen to signal while on 
patrol will result in prompt investigation. 
ADT SERVICE CAN HELP YOU, TOO... 


Whether your project is old or new, 
sprinklered or unsprinklered, there is an 
appropriate ADT Automatic Protection 
Service to meet every requirement. An 
ADT specialist will show you how com- 
binations of automatic services can safe- 
guard property, profits, and employees’ 
jobs, at lower cost than other, less effec- 
tive methods. Call the ADT sales office 
listed in your phone book; or write to our 
Executive Office. 
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dividual for a satisfactory intervie, 
on insurance problems. Nevertheles 
there is a solution. The key to ope 
the door is group insurance. 

Although it is not new, group _ 
still one of the more radical and pro. 
gressive phases of the business. }p 
1931, group accounted for only 9% 9 
the total life volume. Growing } 
leaps and bounds, the $144  billiop 
group now represents 32% of life ip 
force. Employe benefit plans produce 
over $5 billion in premiums last year 
The life business is now devoting th 
bulk of its sales effort toward th 
small employer in the so-called “baby. 
group market.” There is a wealth gj 
logic behind this campaign, Mr. Wale, 
declared. 


Appeals To Small Employer 


For the small employer, a group 
plan holds a lot of appeal, he cop. 
tinued. It allows him to keep pace ip 
the man power pool with his larger 
competitors. The thrifty employer js 
also alert to the fact that the greates! 
percentage of the cost is usually al. 
located directly to the owners or tol 
key personnel. Moreover, the small 
business enjoys the same non-medical 
underwriting and has _ identical tax 
advantages. A group plan is a bargain 
to the small concern. Many life com- 
panies use approximately the same 
rate tables for the miniature group 
cases as are applied to accounts in- 
volving many more people. Casualty 
companies tend to load their rates 
slightly, but the cost is still reason- 
able in light of benefits offered. 

Underwriting for the smaller case 
is quite liberal, Mr. Walch noted. A; 
an example of the progress that has 
been made, it is possible to provide 
up to $20,000 on the key people, with 
a base of $8,000 on most of the others 
Not too many years ago, a $20,00) 
group certificate was issued only 
where several hundred lives were in- 
sured. True, when small group plan 
first became available, practically al) 
companies offered the client a pre 
determined schedule of benefits. Al- 
though this practice is still common 
the competition for this class of busi- 
ness is keen and the more aggressive 
companies will allow a large degree oi 
flexibility for even the smallest group 


Sales Procedures 


The problems of selling group to the 
large employer are frequently non- 
existent with respect to smaller 
groups. In the past, large cases have 
almost always been sold as a result 
of a strong personal contact. Today, 
many big firms will route their group 
business through consulting house 
that screen competitive bids, eliminat- 
ing the personal aspect to a large de- 
gree. Obviously, the agents’ source of 
business should be existing policy- 
holders and friends. 

However, group business has been 
successfully solicited in many other 
ways, Mr. Walch observed. Some 
agencies stress newspaper and tele- 
phone directory advertising. A few 
have experimented with direct mail, 
although a return of around 4% i 
about the best to be expected. Prem 
um notice stuffers to existing policy- 
holders have been tried with satis 
factory results. Companies with in- 
dustrial departments have had success 
in cold canvass. In the final analysis, 
the pattern of group prospecting will 
depend on the way the agent operates 
his business. 

A good place to start is with d 
policyholder who owns a small busi- 
ness with at least 10 employes. Befo 
a proposal can be prepared, the age? 
must obtain certain information: th 

(CONTINUED ON PAGE 38) 
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Whatever your client wants—whether 
it’s Life or Accident & Sickness protection, 
individual or group... for firm or family 


FieNATIONAL UNDERWRITER 





THERE'S A PLAN FOR EVERY PROSPECT with New York 
Life’s complete line that pays you attractive commissions! 


NEW NYLIC COVERAGES 


Accident & Sickness Insurance—a com- 
plete line of Accident and Sickness policies 
...SUB-STANDARD Accident & Sickness 
policies available to many people with 
certain physical impairments or adverse 
medical histories, who may upon payment 
of an extra premium qualify for coverage 
without an impairment exclusion rider. 


Employee Protection Plans— offer a wide 
range of coverages with LIFE INSURANCE, 
WEEKLY INDEMNITY and MEDICAL CARE 
BENEFITS which can now, in most states, 
include MAJOR MEDICAL INSURANCE. EPP 
is available at attractive low rates to firms 
with from 5 to 50 employees. (EPP weekly 
indemnity A&S coverages not available 
in states having compulsory disability 
statutes.) 


- «plus new Nylic Merchandising Plans 
—to help you place more business! 


Check-O-Matic—the convenient auto- 
matic method of paying premiums through 
a regular checking account that saves 
money, too. 


Nyl-A-Plan—the modern salary allotment 
plan. 


... plus a complete line of 
modern, low-cost life insurance 
plans, many of them to 500% 

mortality, with attractive 
commission arrangements! 
e@ Family Endowment Plan 
e Whole Life (Minimum $10,000) 
e Life Modified Three (Minimum $5,000) 
e Limited Pay Life—10, 15, 20 and 30 
years and to Ages 60, 65 or 85 


e Whole Life with Seven Year Double 
Protection (Minimum $10,000) 


e Whole Life with Family Protection 
Benefit (Minimum $10,000) 

e Family Life Insurance 

e Assured Accumulator 
(Minimum $10,000) 

e@ Three Way Security 


e@ Family Income and Mortgage 
Protection Riders 20 years and to 
Age 65 

e Mortgage Protection Term 
(Minimum $5,000) 

e Juvenile Plans—including Estate 
Builder (Insurance Builder in 
New York) 


e 20 Pay Endowment at Age 65 


Get all the facts today! Write to: Brokerage Division 


wylic New York Life Insurance jenna 


51 Madison Avenue, New York 10, N.Y. 


e@ Endowments—10, 15, 20, 25, 30 and 
Endowments at Ages 60 and 65 


e Retirement Income Endowments at 
Ages 60 and 65 


e Annual Premium Retirement Annuity 

@ Single Premium Life and Endowments 

@ Single Premium Annuities 

e@ Modified 10 Year Term— Whole Life 
(Minimum $10,000) 

e 2, 3, 4 and 5 year term— Whole Life 
(Minimum $10,000) 

e Ten and Twenty-Year Term Riders 

e Five-Year Renewable and Convertible 
Term (Minimum $5,000) 

e@ Income Security—10 to 50 years 
decreasing term insurance 


e@ Pension Trust and Profit-Sharing . . . 
a complete line of individual insurance 
and annuity contracts 

e All forms of Group Coverages— 
including group annuities, and group 
creditor insurance 


Many of the above Life Plans 
available on a non-medical basis 
—up to $15,000 through Age 30 






“‘Eager to serve”’ 


Life Insurance + Group Insurance + Annuities » Accident & Sickness Insurance + Pension Plans 
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Pontiac Bonneville Convertible by Red Chick, Inc., Suffern, N.Y. 


Mother, may I go in to swim? 
Yes, my darling daughter, 
Hang your clothes on a hickory limb, 


But don’t go near the water. 


Mama’s advice was wisdom true 
For me, her darling daughter. 
For when I dove in the water blue 


I knew I hadn’t oughta. 


Behind the tree lurked Sneaky Pete, 
His mind on larceny. 

And while I frolicked in joy complete, 
He raided the hickory. 


Mama was calm when I came home, 
Car and clothes absentee. 
The reason, she said, she wasn’t alarmed: 


I was covered by GF & C!* 


*Personal effects covered by G. F. & C. Inland Marine Division 


GENERAL FIRE AND CASUALTY COMPANY 


(A Non-participating Stock Company) 
Home Office: 1790 Broadway, New York 19, N. Y. 
Chicago Newark Philadelphia 
Pittsburgh Minneapolis 





Insurance written through agents and brokers only 
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Sept. 17-19, American Mutual Insurance Al- 
liance Forum, Schroeder Hotel, Milwaukee. 

Sept. 17-19, Louisiana mutual agents, annual, 
New Hotel Monteleone, New Orleans. 

Sept. 17-19, New Mexico agents, annual, West- 
ern Skies Hotel, Albuquerque. 


| Sept. 20-22, West Virginia mutual agents, an- 


nual, Daniel Boone Hotel, Charleston. 

Sept. 20-22, Indiana mutual agents, annual, 
Vendome Hotel, Evansville. 

Sept. 21-23, National Assn. of Insurance 
Agents, annual, Conrad Hilton Hotel, Chi- 
cago. 

Sept. 22, Michigan agents, annual, Conrad- 
Hilton Hotel, Chicago. 

Sept. 24-25, Oklahoma mutual agents, fall con- 
vention, Biltmore Hotel, Oklahoma City. 
Sept. 26-27, North Dakota agents, annual, Ryan 

Hotel, Grand Forks. 

Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 

Sept. 28-29, New Hampshire agents, annual, 

entworth-by-the-Sea, Newcastle. 

Sept. 30, National Assn. of Insurance Commis- 
sioners, credit life and A&H model bill leg- 
islation subcommittee, French Lick Shera- 
ton, French Lick Springs, Ind. 

Oct. 4-5, Vermont agents, annual, Equinox, 
Manchester. 

Oct. 4-6, Kansas agents, annual, Town House, 
Kansas City. 

Oct. 4-7, National Assn. of Casualty & Surety 
Executives and National Assn. of Casualty 
& Surety Agents joint annual meeting, 
Greenbrier, White Sulphur Springs, W. Va. 

Oct. 7-9, Western Loss Assn., annual, Lake 
Lawn Hotel, Lake Delavan, Wis. 

Oct. 7-9, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 


| Oct. 9-10, State Adjusters Assn. of Indiana, 


annual, Severin Hotel, Indianapolis. 

Oct. 11-13, Ohio agents, annual, Sheraton 
Gibson Hotel, Cincinnati. 

Oct. 11-13, Tennessee agents, annual, Andrew 
Johnson Hotel, Knoxville. 

Oct. 11-14, Conference of Mutual Casualty 
Companies, annual, Baker and Adolphus 
Hotels, Dallas. 

Oct. 11-14, National Assn. of Mutual Insur- 
ance Companies, annual, Baker and Adolph- 
us Hotels, Dallas. 

Oct. 15-16, Nebraska agents, annual, Town 
House, Omaha. 

Oct. 18-20, Maryland agents, annual, Emerson 
Hotel, Baltimore. 

Oct. 18-20, Missouri Assn. of Independent 
—. annual, Hotel Governor, Jefferson 

ity. 

Oct. 19, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 


Oct. 19-20, Arizona agents, annual, Camelback 


Inn, Phoenix. 

Oct. 19-21, National Assn. of Mutual Insur- 
ance Agents, annual, Chase Park Plaza, St. 
Louis. 

Oct. 25-27, Illinois agents, 60th annual, Le- 
land Hotel, Springfield. 

Oct. 26-28, California agents, annual, Biltmore 
Hotel, Los Angeles. 


| Oct. 26-28, National Assn. of Independent In- 


surers, annual, Sheraton Park Hotel, Wash- 
ington, [D). C 

Oct. 27-28, Massachusetts agents, annual, 
Sheraton Plaza Hotel, Boston. 

Oct. 29, Connecticut agents, annual, Statler- 
Hilton Hote), Hartford. 

Oct. 29-31, Colorado agents, annual, Broad- 
moor Hotel, Colorado Springs. 

Oct. 29-31, South Carolina agents, annual, Wade 
Hampton Hotel, Columbia. 

Nov. 2-4, American Management Assn., Insur- 
ance Section, fall conference, Drake Hotel, 
Chicago. 

Nov. 15-17, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 

Nov. 15-18, Indiana agents, annual, Claypool 
Hotel, Indianapolis. 

Nov. 16-17, Illinois mutual agents, annual, Pere 
Marquette Hotel, Peoria. 

Nov. 16-18, Health Insurance Assn.,_in- 
dividual insurance forum, Biltmore Hotel, 
New York. 

Nov. 19, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York C.ty. 

Nov. 19-20, Casualty Actuarial Society, annual, 
Sheraton Hotel, Chicago. 

Nov. 19-20, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
methods & personnel, Conrad Hilton Hotel, 
Chicago. 

Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, w nter meeting, Fontaine- 
bleau and Eden Roc Hotels, Miami Beach, 
Fla. 

Dec. 6-7, Arkansas agents, midyear, Hotel La 
Fayette, Little Rock. 

Dec. 27-29, American Assn. of University 
Teachers of Insurance, annual, Washi::gton, 
D.C 


Cascade Promotes Gelling 

Cascade of Tacoma has appointed 
Norman A. Gelling production man- 
ager at the home office. James F. 
Ferguson succeeds him as special re- 





presentative at Seattle. 








Avoid argument with | 
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INSURANCE @@ 


TO FIT THE NEED 


ELEVATOR 
LIABILITY 


covered in same 


policy as premises 


Any risk that includes an 
/ elevator hazard needs the 
protection best provided by a 
policy in which elevator liabili- 
ty goes along with the premises 
coverage. That eliminates ar- 
gument when some question 
arises about the exact cause or 
location of an elevator accident, 


“Shelby” agents know the 

advantage of having eleva- 
tor coverages added either toa 
comprehensive or a schedule 
liability policy. And because 
they overlook no opportunity 
for improving on their client’s 
protection, they have us write 
their policies that way. 
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CASUALTY MARKET? 


Let us quote on 





 Workmen’s Compensatior ' 


M Public Liability 
M Automobile 








ONSOLIDATED 


NDERW RITERS 


Managed by 
T. H. MASTIN & COMPANY 


R. C. Byerly, 
Regional Sales Manager 


221 N. La Salle Street 
Chicago, Ill. 
Fl 6-0567 : 
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NSees Blackboard Use By Plaintiff 
Attorneys As Illegal And Unfair 


































ith } 1. Should a jury be advised of the 
| nount claimed by plaintiff in a per- 
onal injury suit? 
9, Should plaintiff's attorney be 
ermitted to use a blackboard or other 
nethod and suggest in dollars and 
ents the amount the jury should 
yward in personal injury suits and put 
nlues on items not susceptible of 
yoof by evidence, such as pain and 
ime = juffering? ee 
A. Lee Bradford, practicing attor- 
. » of Miami, spoke against both of 
mises ait propositions at the insurance 
ection of American Bar Assn. in Mi- 
ami Beach. 
ides an | He noted that in most states the 
sds the |initial pleading specifies the amount 
~ wued for. In many states juries are 
d by a llowed to see the pleadings, and the 
liabili- }oyrt or plaintiff's attorney, or both, 
‘emises gre permitted to reveal the claimed 
tes ar- |pmount to the jury. 

‘ In Pennsylvania, neither the court 
uestion bor the attorney is permitted to dis- 
Ause Or fiose the amount sued for to the jury, 
cident, jpor can the plaintiff’s attorney place 

D specific value upon pain and suffer- 
jng or the like. 
ow the burveys Practices Of Courts 
“ In Mr. Bradford’s inquiry as to prac- 
er toa ices throughout the U.S., he was in- 
hedule ormed that 19 states may by rule or 
ecause ffecision comply with the Pennsylvania 
rtunity practice. In 42 states the plaintiff's 
._,,  |httorney may advise the jury orally 
client's t by blackboard his evaluation of 
$s write thems such as pain and suffering; in 
ree states he may not. 
Some states actually allow the plain- 
iff to put the pleadings in evidence 
o that the jury may take the com- 
laint with the ad damnum clause to 
he jury room. There is no uniform 
rocedure, but a majority of the states 
low a disclosure of the amount 
MANY ued for to the jury. 
) Needs Help 


It is said that the jury is not skilled 
adetermining the value to be placed 
bon certain elements of damages 
med. Hence, they need help. So 
benevolent plaintiff’s attorney 
fives the jury his helping figure, Mr. 


ne plaintiff's attorney submits is a 
gment of his imagination, he said. 
ery few attorneys consult their 
ents regarding the amount they 

eas hould claim before the suit is filed 
etitive |T , 
‘ en they do, the injured party in- 








‘ET? lably says, “You know about this 
jatter better than I do. You do what 
Ce eer ete OO ‘Sy 
ensatior W 
——| Wm. H. McGee 
| & Co., Inc. 
MARINE UNDERWRITERS 
| 111 John Street, New York 38, N.Y. 
ED 
¥ Atlanta ny pence 
Baltimore i 
T ERS || boston Scottie 
Chicago Toronto 
Columbus, O. Montreal 
Dollas vba 
—, a a 
es 
New Orleans Trinided B.W. I. 
NY 
yl A i E 
ager | ARINE 
| ‘ : | 
| 'S’ COMPREHENSIVE 
| | RS OUTPUT 
—— overs 





you think is right.” 

In most states, a suit is filed shortly 
after the attorney is employed. In 
Florida, it is often filed within a few 
deys after the accident in order to get 
personal service on the defendant be- 
fore he leaves town. It is safe to say 
that often the plaintiff’s attorney does 


not know the extent of the injuries, 
except in a superficial way when he 
files suit. He knows generally what 
the injuries are, but he has no medical 
eports and he rarely has sufficient 
information to determine the extent 
and the value of the injuries. Con- 
sequently, the ad damnum figure is 
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an arbitrary one, sufficient to cover 
all possible contingencies. Very few ad 
damnum figures have been decreased 
after the suit has been instituted, very 
few increased after the suit is filed. 

As the suit progresses, if the in- 
juries are severe, the attorney starts 
to apportion or allocate specific sums 
to the various elements of damages 
he claims. The first allocation will be 
to provable out-of-pocket damages, 
such as medical bills, loss of pay, etc. 
Then he tries to estimate future medi- 
cal and loss of pay. These anticipated 
items are not susceptible of accurate 
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Loss Supervisor. 


H. BRADLEY SEXTON, JR. (standing), Philadelphia Regional 
Manager, with (clockwise) RoBERT N. ENGLE, Senior Under- 
writer, Casualty and Auto Department: 
Manager, Marine Department: NORMAN S. INGERSOLL, Manager, 
Fire Department; PHILIP C. SCHWINDT, Office Manager: MARK 
K. BOYLES, Manager, Loss Department; and FRANK H. LYNCH, 





ROBERT N. BRADBURY, 











Independent Insurance Agents all over America can offer 
their clients faster, more direct service through a Boston 
Insurance Group “Local Home Office.” 14 Regional 
Offices, 43 Principal Branch, and Service Offices and 11 
Managing General Agencies, strategically located, help 
the independent Agent to operate more efficiently by 
maintaining close personal contact with him. Each of 
these organizations is staffed to maintain complete 
“Home Office” service facilities on the local level. 


Decentralization is one of many modern advantages pro- 
vided by Boston for more than 8,000 Independent Insur- 
ance Agents throughout the U.S., its Territories, and 


One of a Series 








%& Regional Office @# Principal Branch or Service Office @ Managing General Agency 


Canada. These agents recognize their greatest profit 
opportunity lies in doing business with modern com- 
panies backed by a traditional reputation for integrity. 
Boston’s youthful, progressive management offers you, 
too, a portfolio of modern Fire, Casualty, Inland and 


Ocean Marine, Fidelity and Surety and related coverages 


87 KILBY STREET 
BOSTON 2, MASSACHUSETTS 


... prompt underwriting . .. efficient claims service. . . 
and a world-wide reputation. Contact the nearby 
“Local Home Office” of the Boston Insurance Group. 


~BOSTON INSURANCE GROUP 


BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPANY 
BOSTON INDEMNITY INSURANCE COMPANY 


EQUITABLE FIRE INSURANCE COMPANY e CHARLESTON, SOUTH CAROLINA 


staves) vew Prast~ 


YOUR) BF xdependent 
Insurance /AGENT 
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proof, but they have some basis for a 
more accurate estimate than such ele- 
ments as inconvenience, embarrass- 
ment, pain and suffering which he 
claims. 

Fantastic figures always attach 
themselves to the items that cannot 
be established by direct testimony, he 
said. The attorney, with one eye on 
the ad damnum figure, attempts to 
allocate the balance of his demand to 
such items as embarrassment, humil- 
iation, pain and suffering, and inabili- 
ty to lead a normal life. 

The plaintiff in most cases improves 


HeNATIONAL UNDERWRITER 


with the aid of medical treatment and 
time, and frequently his injuries are 
not as severe as originally anticipated. 
Yet the ad damnum clause remains 
the same. 


Accurate Figure Difficult 


So many things bear upon the 
amount claimed in a damage suit tnat 
no one could fix an accurate figure or 
value on many of the items, even on 
the verge of trial. This is borne out by 
the ideas exchanged between attor- 
neys and the insurer home office when 
negotiating for settlement of the case, 


and to add confusion, the doctors’ re- 
ports as to disability usually are not 
harmonious. 

Mr. Bradford does not criticize the 
plaintiff’s attorney for claiming a sum 
far beyond any reasonable expecta- 
tion. Indeed, he must claim enough 
to be on the safe side and to protect 
his client. But justice is not best served 
when a figure originates in this way 
and is carried through and indelibly 
planted in the minds of the jury at 
trial a year or more after the suit is 
filed. 

The plaintiff’s attorney is an ad- 





Another Extra for Hartford Group Agents 
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Now... 


This all-new, business-building 
Homeowners Policy Promotion Kit 


It’s packed with information and loaded for sales! 


Hartford’s new Homeowners Policy Promotion Kit 
contains just about everything a sales-minded pro- 
ducer needs to advertise and sell the exciting values 
available in today’s broad, flexible Homeowners 


coverage: 


Preview postcards and direct mail folders, a series 


of eighteen radio commercials from 


one minute long, newspaper ads, publicity releases, 
window posters, blotters, cost comparison chart, pol- 
icy writing guide . . . each of them packed with selling 
specifics about this new Homeowners Policy! 


The Homeowners Policy Promotion Kit makes it 


easier for ambitious Hartford Group producers to 


15 seconds to 


HARTFORD FIRE INSURANCE COMPANY * HARTFORD ACCIDENT AND INDEMNITY COMPANY * 
CITIZENS INSURANCE COMPANY OF NEW JERSEY, HARTFORD 15, CONN. * THE COLUMBIAN NATIONAL LIFE INSURANCE COMPANY, BOSTON 12, 


MASS. + 


acquire new business and to upgrade the coverages 
of present customers. Another example of the extra 
special support you get regularly when you represent 
the Hartford Group. 


HARTFORD | 


Fire Insurance Company 


GROUP 


Protection for family... 
home...car... business 


HARTFORD LIVE STOCK INSURANCE COMPANY 


NEW YORK UNDERWRITERS INSURANCE COMPANY, NEW YORK 38, N. Y. * TWIN CITY FIRE INSURANCE COMPANY, MINNEAPOLIS 2, MINN. 
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t 
vocate. Usually he has a financial] ; 
terest in the recovery. The inj 
party cannot tell the jury that 
injuries are worth X_ dollars, 
court, learned in the law and exper 
ienced in these matters, cannot 
the jury that the plaintiff should hay 
X dollars. Indeed, the court char 
the jury that there is no rule of lg 
yardstick, or measuring device whj 
the court can furnish the jury to » 
able them to measure the money val 
of the suit or of many of the specifi 
items claimed by plaintiff. The j 
is instructed that they are to deter 
mine the proper compensation f 
plaintiff and arrive at one figure r 
resenting a fair compensation to 
plaintiff for his losses based upon th 
jury’s everyday human experience an 
enlightened conscience, the eviden 
and the law given in the charge to th 
jury. 





Ir 
Unfair Advantage | 
ls 

No appellate court would hesitat 
to reverse a trial judge if the judg 
said, “You should base your verdi 
upon the figures furnished you } 
plaintiff’s attorney.” Yet some court 
permit the attorney, who is not swon 
as a witness and who is to share in th 
verdict, to furnish the yardstick } 
which to fill the take-home baske 

The attorney has calculated th 
his suggestion, by way of figur 
would influence the jury, or he woul 
not go to the trouble of prepari 
such an elaborate computation to a 
sorb his demand. The total fig 
claimed is not a fair deduction fro 
the evidence admitted. 

The ad damnum clause was origi 
nally required to apprise the defend 
of the maximum amount he may 
called upon to pay and to determi 
the forum in which the case woul 
be tried. It has been adopted mo 
recently by plaintiffs as a psychologi 
cal weapon to get the jury in t 
swing of big figures. It is fantag 
which an attorney sometimes make 
real with the aid of a piece of chal 
and a blackboard. 


Should Not Reveal Amount 


Mr. Bradford does not believe th 
court should reveal the amout 
claimed by plaintiff in a damage sui 
nor should plaintiff’s attorney be 2 
lowed to state his idea of the valu 
of the case. In other words, the Penn 
sylvania rule is a fair rule and shoul 




















FROM OUR / NOTEBOOKS 





) CLIENT CASE STUDY ) 





Company Acquisition 


Many insurance companies 
wishing to diversify their oper- 
ations have retained us to aid 
with a search for a running 
mate. As specialized counsel to 
the insurance industry we are 
able to evaluate the manage- 
ment and structure of the 
companies under considera- 
tion. Would you like to discuss 
your problems and needs with 
us? 
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apply to damage suits throughout the 


country. : 
The blackboard technique more re- 





nancial ; 


























4 that }j cently used by plaintiff’s attorneys to 
Home estimate the value of items of dam- 
©xPe} 4g2s claimed, which cannot be con- 
cannot rf dollar and cent value from 
hould hay Vertes to 3 SO 
t . evidence, is not new in law practice. 
irt char It has been in use for a long time, 
ule of la 





illustrating the relative positions of 
people, objects, intersections, and 
things of that nature. Its use to im- 
press the jury with the attorney’s 
values of items which are not sup- 
ported by dollars and cents testimony 
is comparatively new. The progress of 
this use has been brought about pri- 
marily through the efforts of National 






































re to Assn. of Compensation Claimants At- 

cial th torneys and the passive resistance of 
ce an defense attorneys. 

e eviden tid 3 








Procedure Is Illegal 





| In some cases there is no objection 
| to the use of the blackboard in itemiz- 
ing losses that can be determined from 
the evidence. But the speculative fig- 
ures that comprise a large part of the 
verdict should not be given to the 
| jury, Mr. Bradford declared. Courts 
unanimously charge the jury in dam- 


age suits that there is no table to 
establish fair compensation for such 
elements of damages as pain and 
suffering, humiliation, 
A fair sum based upon the evidence, 
the law and the enlightened consci- 
ence of the jury is the only standard 
acknowledged and a more definite one 
is impossible. These elements of dam- 
ege are not susceptible of accurate 


computation. The plaintiff cannot say | 


that his pain is worth $5 a day, nor 
that his embarrassment is worth 59 
cents a day. Indeed, the law will not 
permit an expert witness to tell the 
jury the value of these items per day 
or year. Admittedly 
incapable of proof. 


No Reason For Illegal Action 


The fact that they are incapable of | 
proof should be no reason for permit- | 


ting an advocate to supply that which 
the law does not permit, he declared 
To permit such procedure is saying 


that it cannot be proved; therefore the | 


court allows an attorney to do illegally 
what cannot be done legally. The 
partisan has been permitted to sub- 
stitute his idea of what is to be where 
the court recognized that it would be 
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In the event of a large or total loss, would your 


assureds have enough to cover the replacement costs? 
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Worcester Mutual 


VG AN 


CE BUSIN 49 Elm Street 
IE MASSACHUSETTS: 
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Worcester, Massachusetts 


OLDEST 


If not, who would be at fault? 


Make sure the folks who are counting on 


your good judgement are... 


INSURED TO VALUE 
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Company 


RELIABLE 





INSURANCE COMPANY 
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these items are | 


and the like. | 


Salesman? 





BECAUSE SPEED SELLS 


The Royal-Globe payroll auditor is fast in completing his audit and in seeing 
that billing follows quickly, usually the next week. 


It’s no accident. 


By being based in a regional office, he knows your insureds’ problems. 


And the billing . . . 
that’s done right there at the regional level, too . . . no waiting. 
The standards of the Royal-Globe payroll 
auditor are high — his performance 





” higher. = aaa abil im ae 
& CS) REPRESENTATIVE 
Compare are ‘i 
s CLAIMS ADJUSTER LOSS ADJUSTER 
/ ! 
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Another example of how members of Royal- Wi | J | oss peevenron 


Globe’s mobile production teams make 
Royal-Globe 


“TOPS IN EVERY SERVICE” 
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dangerous to let even an expert specu- 
late on such figures. 

Under rules of practice, the attorney 
is legally allowed to argue only the 
evidence and reasonable deductions 
therefrom. Yet it often occurs that 
the larger part of the amount claimed 
relates to items that have not been 
price-tagged by evidence, Mr. Brad- 
ford said. 

What is the difference between an 
exhibit admitted in evidence and the 
blackboard? Before a photograph will 
be received in evidence, if there is 
any objection, the court is careful to 


safeguard the rights of the parties, 
and the plaintiff is put to proof that 
the picture offered is a fair representa- 
tion of the thing it is supposed to 
represent at the time the condition or 
object shown became material. With- 
out the picture being thus authenti- 
cated, the jury is not permitted to see 
it. 

Short Look At Pictures 


Once properly authenticated and 
admitted in evidence, he noted, the 
picture is handed to the jury and 
passed from one to the other. A juror 


FeNATIONAL UNDERWRITER 


will not look at the average picture 
for more than one minute. The pic- 
ture may be exhibited to them once 
or twice during the argument and 
they may take it with them to the 
jury room. Mr. Bradford estimated 
that the individual juror will not look 
at the picture more than two or three 
minutes during the entire trial. 

Yet each juror has his attention 
focused on the blackboard from 15 to 
20 minutes during the attorney’s sum- 
mation. Then in the closing argument, 
after the defendant has had his say, 
the plaintiff’s attorney will again call 


Some jobs call for a specialist 


Motor mending can be a frustrating experience, as many 


a lawnmower jockey has learned. It’s definitely a job for experts. 


Similarly, bonding problems can best be solved by bonding 


specialists, such_as the men who staff FaD’s 50 field offices. 


Fidelity and Deposit Company 


Bonding and Insurance 


Baltimore, Maryland 


September 18, 


the jury’s attention to the price 

for another five or 10 minutes,” 
of the hour allocated to each side, 
jurors are looking at ‘these figures’ 
approximately half the time. 

Mr. Bradford noted that in oneg 
for almost $250,000, there were 
overlapping items enumerated on 
placard. A dissenting opinion in 
case commented on the overlaps 
items enumerated at the bottom’ 
the chart. : 

Most of the confusion and confi 
in the states, with respect to use| 
the blackboard, is brought about # 
the failure of the appellate courts 
take a definite stand, he said. 
have ruled both ways. 

In practically all damage 
where permanent injuries are claim 
the plaintiff will attempt to prove } 
life expectancy by a table. 
tables have been in use for a 
time, but the one most commonly y 
represents the expectancy of a pe 
in average health and is based 
a select group of people. It has | 
relation to the work-life expectar 
of any individual or any group | 
individuals. j 


Does Not Work Full Lifetime 


Whenever any table is used in sue 
a damage suit, it should be point 
out that a man does not usually we 
a full lifetime if he lives to a nat 
death. Also, there are strikes, busine 
failures, lay offs, sickness, loss of bus 
ness for one reason or another, i 
voluntary retirement, hazardous em 
ployment and labor competition in 
open market. It is recognized that 
laboring man usually starts to declin 
in income after about 55 years of a 
These items, plus maintenance, foe 
union dues, expenses for entertainme 
in securing business, tools and equip 
ment, all absorb a part of the avers 
man’s earnings. None of them appeg 
in plaintiff’s computation on the blac 
board. Yet they have a material bearin 
upon the future financial condition ¢ 
the injured person, Mr. Bradford sai 


N. E. Mutual Assn. Ads To 
Feature Independent Agent 


Mutual Fire Insurance Assn. of Ne 
England is placing half page advertise 
ments in more than 50 newspapers ii 
the area, stressing the advantage of 
buying fire and homeowners coverag 
through independent agents, as well a 
the cost savings offered by agency 
mutuals. : 

The series, which runs from Sep 
tember to December, emphasizes tha 
the 24 mem»ver mutuals of the asso 
ciation write no business direct. The 
ads are designed to give agents sup 
port in their home town trading areas. 


Conn. CPCUs Elect 


Connecticut chapter of CPCU ha 
elected Robert C. Sutherland, Nauga- 
tuck agent, president; Donald H. Gat- 
lock, assistant secretary of Travelers) 
vice-president; Armin J. Mueller, sec= 
retary of Phoenix of Hartford, set- 
retary, and Walter H. Greenfield Jr, 
superintendent of the automobile un- 
derwriting department of Aetna Ca- 
sualty, treasurer. ' 


Sept. 16 CPCU Day At L.A. : 

The Los Angeles mayor's office 
proclaimed Sept. 16—the opening day 
of the CPCU convention there—a@7 
CPCU Day. 





Swiss National of the American” 
Equity group has been licensed 


West Virginia. 3 
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PRINTING AND SUPPLY 
il Division Of Courier-Citizen Co. 









within 24 hours’ reach of 





85% of America’s Insurance Agents 





Distribute your policies, forms and other printed materials 
from the 7 most strategic locations in America, through Uniform’s 
Golden Circle System. You can speed delivery to 85% of America’s agencies 


r branch offices... and reduce shipping costs to every important region 


practically all your agents and branches GAINESVILLE 
are within 1 day of the supplies = 
they need to perform best for you! 
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SAVE 
DELIVERY TIME 


Practically all your agents and branches, in 


every important region are within 24 hours’ 


reach of Uniform’s Golden Circle System! 
All distance handicaps are eliminated, per- 
mitting you to give equal service 300 —or 
3,000 miles — from your Home Office. 


SAVE 
VALUABLE 
SPACE 


High-cost Home Office space that is sac- 
rificed to forms and policy storage, im- 
printing and other non-insurance uses can 
be freed for profitable extension of Home 
Office facilities. Golden Circle System 
warehousing costs less, keeps supplies 
where they're needed. 


... the most 


logical way 
to handle 


FORMS OF 
ALL KINDS 


Uniform’s efficiency has shown 
companies throughout America 

how to realize savings on every phase 
of forms handling. You too can save 

... through simplification of 

individual business form design and 
requisitioning procedures; elimination 
of special facilities in your Home Office 
for warehousing, imprinting and 
shipping; reduction in transportation 
time and costs. You can lower 

printing costs... by consolidating 

all of your forms handling requirements 
with Uniform Printing and Supply 
Division of Courier-Citizen Company. 


POSTAGE COSTS 


85% of America’s agents are within Postal 
Zone 3 mailing distance of a Golden Circle 
Center. Compare the cost of mailing at 
these short-distance rates with that of 
reaching all your agents and branches from 
your Home Office location. 


SAVE 
PAYROLL 
BURDEN 


The burden cost of non-insurance job clas- 
sifications for warehousing, imprinting, 
distribution and inventory control can be 
eliminated. Savings you realize can be used 
effectively for the improvement and exten- 
sion of productive Home Office operations. 


Savings From Uniform's Golden Circle System Make It The Lowest-Cost, 
Most Efficient Method For Meeting All Your Forms Handling Needs 








: 
YOUR COMPANY’S SUPPLIES REACH AGENTS AND BRANCHES EVERYWHERE.,. 






SAN FRANCISCO 
* 
Calitarnia 


You can depend on a fast, low-cost flow of supplies 


from nearby storage points to your agents and 
Regional Office facilities wherever they are located. 
The 7 Golden Circles show how Uniform’s 

Golden Circle System has been carefully plotted 

to assure the most efficient communication 


with every region in America. 
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UNIFORM PRINTING PLANTS IN 

SAN FRANCISCO, CHICAGO, 

BROOKLYN AND LOWELL 

Supplies to Golden Circle System distribution 

centers are replenished most economically by 
w-cost bulk shipments from these strategically- 

located, modernly-equipped Printing Plants. 
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If you are now purchasing 
any of the services listed below 
from more than ONE individual 
supplier, your forms handling is 

unnecessarily complicated and costly. 
Consider the many advantages of 
depending on a specialist in all six 
phases of forms handling, 

including distribution. Uniform’s 
Golden Circle System offers you this 
TOTAL SERVICE, with lowest cost and 
fastest delivery to your agents and 
regional and branch offices 
throughout America. 


FORMS ENGINEERING 

The talent responsible for the creation of 
Uniform’s many efficiency-engineered policies 
and forms, including our famous “Keystroke 
Saver” design, can be applied to the develop- 
ment of business forms planned to increase 
your company’s operating efficiency. Forms 
for both internal and field use will reflect the 
efficient engineering and design features that 
are built into the policies and forms your 
agents now prefer. 


FORMS PRINTING 

Uniform Printing & Supply’s four strategically- 
located plants are equipped to handle all your 
printing needs. Modern equipment in Lowell, 
Mass., Brooklyn, Chicago and San Francisco 
delivers volume, quality production of forms, 
letterheads, bill heads, promotional materials, 
etc. From these plants printed materials are 
bulk shipped at lowest freight rates to the 
supply centers of the Golden Circle System, 
from which your agents and branches can be 
reached most quickly and economically. 


FORMS IMPRINTING 

Each of the 7 Supply Centers in the Golden 
Circle System is staffed and equipped to im- 
print all materials prior to shipping to agents. 
A complete “copy” file of all agents’ imprints 
and use instructions is maintained by each 
Supply Center. In addition to imprinting for the 
agents, and serial-numbering and coding daily 
reports and other forms, Uniform can also col- 
late forms materials into sets with the patented 
“Accuracy-Locked” feature, and route material 
to its destination within 24 hours of the receipt 
of your requisition. If you prefer to use snap- 
out policies, we have special equipment avail- 


able for numbering and/or imprinting these 
policies through the carbon prior to distribution. 


WAREHOUSING 

Uniform can take over your complete ware- 
housing and storage operations, and show you 
sizable savings in space costs alone. Add to 
these the savings in time and labor that result 
from freeing your Home Office of this burden, 
and the resulting shipping advantages of field- 
basing your supplies within easy access of the 
agents and regional organizations where they 
will be used. You will see why Uniform’s Golden 
Circle System is the lowest-cost, most-efficient 
warehousing facility you can use. 


INVENTORY CONTROL 

By employing one source for all your forms and 
printed material handling, you can centralize 
inventory responsibility. Techniques, devised 
to meet the complex printing and distribution 
requirements of the insurance industry, em- 
ploying information available through Uniform 
Printing and Supply’s nationally-famous Au- 
thenticity service, provide dependable control 
of company inventories in any or all of Uni- 
form’s 7 Golden Circle System Supply Centers. 


DISTRIBUTION 

Uniform’s unique Golden Circle System puts 
practically all your agents and branches in 
every region within a day’s reach of their sup- 
plies. Because of the strategic location of the 
7 Golden Circle System Supply Centers, this 
faster service actually costs you less in ship- 
ping expenses. Only Uniform has the warehous- 
ing and distribution facilities that keep your 
supplies where they're needed, and get them 
delivered when they’re needed. 
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An 


AUTHENTIC 


re) \O 
SUPPLy pDIV!S 


More companies rely on Uniform’s AUTHENTIC policies and endorsements than any other forms 
designed for the Fire and Casualty Insurance fields. AUTHENTIC policies save the expense of con- 
tinuous research to keep abreast of various bureau changes; they safeguard you against the issuance 


of obsolete material. Every form and endorsement 


that carries the AUTHENTIC Seal represents an 


accurate conversion of bureau language into the format of a working document. 


FREE AUTHENTIC INFORMATION 
Uniform alerts customers to bureau changes and 
newly-available documents through its “Rush 
Authenticity Bulletins.” Information secured from 
authoritative sources is furnished on color-coded 
8Y2"”x 11” sheets. Uniform’s “Authenticity Bulle- 
tins” give complete information, accurate to the 
last detail. 


OVER 2,000 FORM DOCUMENTS 
Facsimile specimens of more than 2,000 forms 
and endorsements are contained in Uniform’s 
Catalog Service. Customers are supplied with new 
and revised facsimiles within a few days after 
bureau releases have been received. Replacement 


Uni 


PRINTING 
AND SUPPLY 


Printing Plants: Chicago, III.; Lowell, Mass.; Brooklyn, N 


Or'Tn 


sheets are furnished as frequently as changes 
occur, permitting companies to maintain a true, 
accurate file of current information on every form 
they have occasion to use. 


SAVE MORE ON YOUR FORMS 
If you are not now using Uniform’s complete 
Golden Circle System facilities, forms handling is 
costing you more than it should. Let us show you 
how the Golden Circle System can give you, too, 
the most completely modern...efficient... 
economical method for handling forms of all kinds. 
Write Uniform Printing & Supply today for more 
information. There’s no obligation, of course. 
















GOLDEN CIRCLE 
SYSTEM 

SUPPLY CENTERS 
Lowell, Mass. 
Allentown, Pa. 
Gainesville, Ga. 
Kendallville, ind. 
Centerville, la. 
Jacksonville, Tex. 
San Francisco, Cal. 
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DIVISION OF COURIER-CITIZEN CO. e 165 sacKsdn st. LOWELL, MASS. 
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-Y.; San Francisco, Cal. 


Authenticity Offices: New York, N.Y.; Lowell, Mass.; Chicago, III.; San Francisco. Cal. 


Sales Offices: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, III.; Columbus, O.; Dallas, Tex.; Des Moines, 
la.; Hartford, Conn.; Lowell, Mass.; Los Angeles, Cal.; New York, N.Y.; Philadelphia, Pa.; San Francisco, Cal. 
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FteNATIONAL UNDERWRITER 


Atlantic Companies Have Been Early With 
Ads On Agent; Also With Top Auto Plan 


(CONTINUED FROM PAGE 2) 


of insurance advertising in newspap- 
ers showed that the Atlantic ad en- 
titled “A Valuable Tip to Property 
Owners,” was the best read insurance 
message appearing last year. 

This ad pointed up dangers the 
average homeowner seldom contem- 
plates. It cited as an example the case 
of a property owner and his family 
who went away for a weekend, ac- 
cidentally leaving the side door of 
their house unlocked. A_ neighbor's 
nine year old son entered, turned on a 
basement power saw and seriously in- 
jured himself. The child’s parents 
sued the homeowner for negligence 
and won a settlement of $23,400. The 
property owner had no personal lia- 
bility coverage. 

Another example in the ad empha- 
sized the need of adequate fire insur- 
ance to current values. The ad iden- 
tified the independent agent as the 
professional counsellor who is best 
qualified to remedy gaps in coverage. 


Company Not Mentioned 


Since it has played down its own 
name, and accentuated that of the 
agents in advertising for close to a 
quarter century, it was logical that 
Atlantic in 1955 went a step further 
in providing agents with a complete 
ad campaign with no mention what- 
ever of the company name. The pub- 
lic relations minded Essex County 
(N. J.) Assn. of Insurance Agents, an- 
xious to offset the barrage of direct 
writer advertising, discussed the prob- 
lem with Atlantic. The company came 
up with a series of nine newspaper 
ads built around the independent 
agent. 

Sydney De Roner of Newark, then 
chairman of the executive committee 
of the association, has pointed out that 
the group’s advertising costs were cut 
in half by Atlantic’s preparation of 
the campaign. About 75% of the mem- 
bers contributed to the advertising 
fund, and the association was able to 
Tun 24 ads, 10” by 3” columns, in 
large newspapers in the Newark area. 
The association supplemented the 
campaign by ads listing the names 
and addresses of members who had 
contributed to the fund, and by list- 
ing of phone numbers in the yellow 
pages of the directory. Individual 
agents reported profitable response to 
this campaign, the Essex county group 
won the state association trophy for 
the best public relations and educa- 
tional program statewide. 

Results Were Countrywide 

The Essex county effort mush- 
roomed countrywide. More than 200 
tequests were received by the com- 
pbeny for the series of advertisements. 
Of these, 72 were from agents’ asso- 
tiations—state, county or city. Re- 
quests came from 30 states, Canada, 
Puerto Rico and Hawaii. About 82,000 
teprints of the ads were prepared for 
circulation. In addition, many were 
sent out locally. 

Charles C, Woodward, Waco, Tex. 
ent, declared that this was the best 

Fogram for independent agents that 

# com? to his attention. McBean & 

ees, Montreal, expressed thank: 

Such a splendid program at such 

Megligible cost.” Favorable comments 
yste received from the public, from 
peats and from competitors, and an 

in business was traced di- 
to the ads. 

RMarles A. Reid Jr., Pittsburgh, 


commended the direct, concrete as- 
sistance to the agents. Dallas Assn. of 
Insurance Agents ordered 3,000 re- 
prints of each ad. The Georgia and 
Pennsylvania associations distributed 
sets of the ads to members and to 
local boards. 


Prize Contest 


This reception prompted Atlantic to 
continue the series each year with 
significant changes and improvements. 
In 1956, the ads were designed for use 
by individual agents as well as asso- 
ciations. In 1957, Atlantic offered a 
prize contest advertising plan for local 
independent agents’ associations. This 
was pre-tested in Essex county after 
the newspaper advertising had been 
established there over the previous 
two years. A one-time ad in 16 local 
papers in Essex county drew 325 en- 
tries in the contest. 

Since the purpose of the campaign 
was to make the public think about 
why they should buy insurance 
through individual agents, who are 
members of local associations, the fol- 
lowing true or false quiz formed the 
basis of the contest: 

1. An independent agent is an em- 
ploye of an insurance company. 

2. An independent agent gives you 
free help with an insurance claim. 

3. Over 400 companies in the USS. 
sell insurance only through independ- 
ent insurance men. 

Then the contestant was asked to tell 
in 25 words or less why he or she 
recommended dealing only with an 
independent agent. Two helpful hints 
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Kurt HITKE & COMPANY. INE. 


Managing General Agents 


175 W. Jackson Blvd. 430 N. Fifth St. 

Phone WAbash 2-3622 Phone SPringfield 8-4305 
CHICAGO 4, ILLINOIS SPRINGFIELD, ILLINOIS 
1401 Peachtree St., N.E. 


Phone TRinity 4-1635 
ATLANTA, GEORGIA 


693 N.E. 79th St. 
Phone Plaza 7-3416 
MIAMI 38, FLORIDA 


601 Munsey Blvd. 
Phone MUlberry 5-5780 
BALTIMORE, MARYLAND 


PUBLIC LIABILITY AND PROPERTY DAMAGE for 


Manufacturers-Contractors Hole-in-one 


Owners-Landlords-Tenants Amusement Parks 
Elevators Traveling Carnivals 
Liquefied Petroleum Gas 
Bowling—300 Game 


Exterminators 


Roller Skating Rinks 
Rodeos 

Shooting Galleries 
Products Liability Fireworks Exhibitions 
Tree Surgeons Auto Racing 
Baseball Parks 
Swimming Pools 
Riding Stables 
Dance Halls 


Air Shows 





Dram Shop Liability 


Hospitals-Rest Homes 


Your Sales Will Go Up 
When You Use Our 


Beauty Shop Malpractice 
Physicians Malpractice Facilities 
Dentists Malpractice 


False Arrest 














| a Farmers Companies__ 


Ohio Farmers Insurance Company « 








PROGRESS: 


Progress (n) . . . “Movement forward, 





a going or getting ahead, gradual bet- 
terment’’. That's Webster's definition of 
progress. We think it aptly describes 
the road Ohio Farmers has taken for the 
past 110 years. It also describes the 
future of the insurance agent who 
wishes to represent 


Chartered 1848 


Superior Risk Insurance Company « LeRoy, Ohio 

















vere given in the ad as guides to con- 
testants’ replies: 

1. Because he is impartial. He can 
tell me which company’s policy offers 
the most protection for me and my 
family. 

2. Because he is not employed by 
any insurance company. He has ex- 
perience and he represents my in- 
terests when I need to file a claim. 

Atlantic offered other associations 
mats of the contest ad used in Essex 
county. The ad was divided into three 
parts: the prize section, picturing and 
describing the various awards; the 
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coupon containing the questions to 
be answered, and other related infor- 
mation; and finally a listing of the 
rules and regulations of the contest. 


Local Tie Ins Available 


In connection with the regular con- 
test ad which appeared over the sig- 
nature of the association, tie in ads 
for local agents were made available. 
These were designed to induce read- 
ers to write in for an entry blank 
which was a duplicate of the coupon 
portion of the association ad. 

Suggested use of direct mail, radio 


and TV were provided for association 
members in tying in with the contest. 
In 1958, arrangements were made for 
smaller sized newspaper ads, in re- 
sponse to many requests. 


Innovation This Year 


This year, Atlantic introduced an- 
other innovation in advertising the 
independent agent and his services to 
consumers. Attractive stuffers for use 
with all types of agency mailings, were 
provided at cost. These stuffers are 
written from the independent agent’s 
viewpoint, they are directly related 
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This is where know-how 


‘ 


and experience really count! 


When cargoes are insured through the MARINE OFFICE OF AMERICA losses are 
handled by specialists—men of wide experience in dealing with the intricate 
problems of exposure, salvage and the prompt settlement of claims. 


To keep your clients satisfied place their insurance with the 
MARINE OFFICE OF AMERICA. 
All Classes of Ocean and Inland Marine Insurance! 





THE AMERICAN INSURANCE COMPANY 
FIREMEN'S INSURANCE COMPANY 


MARINE OFFICE or AMERICA 


123 WILLIAM STREET, NEW YORK 38, N. Y. 


MEMBER COMPANIES: 


THE CONTINENTAL INSURANCE COMPANY ° 
* Glens FAtts INSURANCE COMPANY °* 
NIAGARA Fire INSURANCE COMPANY 


—OFFICES— 


FIDELITY-PHENIX INSURANCE COMPANY 
THE HANOVER INSURANCE COMPANY 


New York * CHICAGO * New ORLEANS * SAN FRANCISCO * HOUSTON * TORONTO 
Atlanta * Baltimore * Boston * Cleveland * Corpus Christi * Dallas * Detroit * Indianapolis * Jacksonville * Los Angeles * Louisville 
Montreal * New Haven * Philadelphia * Pittsburgh * Portland * Raleigh * Richmond ®* St. Louis * Seattle * Stockton * Summit * Syracuse 
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to the newspaper advertising, and they 
make no mention of the company 
name. 

Advertising is not the only fiel 
in which the group has shown jt 
awareness of competitive conditions by 
taking early and aggressive action jp 
behalf of producers. 

About five years ago, Managemen} 
decided to develop broad, comprehen. 
sive auto coverage that would ade. 
quately insure the motorist and his 
family against the financial conse. 
quences of a serious automobile ae. 
cident. Atlantic was seriously cop. 
cerned, too, with the outflow of pri- 
vate passenger business to non-agen. 
cy insurers, for its believes that the 
perfect insurance partnership is 4 
three-way arrangement between a fj. 
nancially strong and fair-minded jp. 
surer, a conscientious local agent or 
broker and a reputable and carefy| 
insured. 


No Radical Changes 


The group did not aspire to intro- 
duce radical changes in coverage on 
behalf of the entire business. How- 
ever, it believed that if it could devel- 
op quality coverage, priced competi- 
tively, that other insurers would join 
in offering these solid benefits to the 
motoring public—thus putting a potent 
competitive weapon in the hands of 
independent agents. 

The group knew that if its policy 
was to be of real value to agents, it 
must be competitively priced. This 
would involve new merchandising 
techniques. The group was willing to 
adopt them, but only to the degree 
that price could be brought in line 
without impairment of quality cover- 
age. 

This thinking led to introduction of 
Centennial “Top” family car policy in 
1956. The contract covered insured’s 
liability with a basic single limit of 
$25,000 and a maximum of $1 million 
for BI and PDL; medical expenses; 
PHD and collision, and death and dis- 
memberment. Uninsured motorist cov- 
erage was added subsequently. “Top” 
is an abbreviation which means “Thor- 
ough Over-all Protection” for motor- 
ists. 

The coverage was first offered in 
Ohio and Pennsylvania. Results en- 
couraged the introduction of Top in 
South Carolina and California, and the 
group is planning to extend it into 
several more states soon. 


Company Philosophy 


The group concedes that there is 
nothing original or startingly new 
about single limit liability coverage. 
It has been available for years under 
comprehensive personal liability, un- 
der storekeepers liability, in Canada 


. 








Wm. H. Malone, Ine. 
744 BROAD STREET 


Newark 2, N. J. 
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Surplus and Excess Lines 


REINSURANCE 


Phone 
Mitchell 2-5351 
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on automobile risks, and through un- 
derwriters at Lloyds. Marine under- 
writers have long been familiar with 
the single limit concept in connection 
with protection and indemnity insur- 
ance. Furthermore, automobile cover- 
age is written in many countries with- 
out restrictive limits of liability. But 
Centennial decided to break through 
the “unsound barrier” of divided limits 
for auto coverage. 

The group notes that considerable 
publicity has been given to the im- 
portance of purchasing adequate BI 
limits. Not so well publicized, but also 
of prime importance is the fact that 
standard PDL limits of $5,000 leave an 
automobile owner inadequately pro- 
tected. The single limit of Top over- 
comes this potential shortcoming. 


Substantial Medical Payment 


The group believes that every mo- 
torist should carry substantial medical 
payments limits. Its medical consul- 
tants have pointed out that when plas- 
tic surgery is required on youngsters, 
it must be performed at a certain time 
in the healing process if optimum re- 
sults are to be obtained. Such surgery 
should not be deferred while a parent 
is attempting to raise money to pay 
the bills. The group therefore, incor- 
porated $1,000—since increased to 
$1,500—medical payments coverage in 
Top, with the option to purchase ad- 
ditional protection up to $5,000. The 
medical feature amount can also be 
used for funeral expenses. 

Atlantic has noted that according 
to Health Insurance Council of Ameri- 
ca more than 123 million persons have 
some form of hospitalization or medi- 
cal reimbursement coverage. Thus, 
65% to 70% of the population has 
some coverage for their hospital and/ 
or medical expense. Many persons car- 
ry two or three such plans, thereby 
pyramiding their recoveries and often 
collecting more than their outlay for 
medical expenses. 


Excess Cover 


The Atlantic companies believe that 
this is contrary to the basic concept 
of insurance and it is becoming an in- 
creasingly serious problem for A&S 
insurers. The group further feels that 
most people would prefer to have a 
substantial medical expense reim- 
bursement fund when needed, rather 
than make a profit on minor medical 
bills. Therefore, its auto medical re- 





AEC Cites Coverage Cost 


For Nuclear Power Plants 


The annual cost of insurance for a 
conventional thermal nuclear power 
plant ranges from .1% to .35% of the 
total plant investment, according to 
a report by Atomic Energy Commis- 
sion on the costs of nuclear power. 
The report is concerned only with 
stationary plants designed for the gen- 
eration of electricity. Insurance against 
Nuclear hazards to the plant itself 
may add another .25% to costs, the 
report states. 

It notes that the law requires pri- 
vate operators of plants with a capa- 
city of more than 100 electrical mega- 
watts to buy the full $60 million of 
liability protection available from com- 
mercial sources. The annual cost of 
this coverage ranges from .25% to 
3% of the plant investment. Finally, 
the fee for government indemnity up 
to $500 million is $30 a year per ther- 
mal megawatt. The annual cost of 
liability and indemnity together may 
vary from about .3% to 1% of plant 
Mvestment. The total insurance cost 
may range from about .8% to 1.5% of 
Plant investment. 
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imbursement coverage in the Top poli- 
cy is offered as excess over any simi- 
lar insurance available under a Blue 
Cross, Blue Shield, major medical, or 
similar plan, as well as with respect 
to workmen’s compensation or disabil- 
ity benefit payments. This enables the 
group to reduce auto medical rates 
substantially while fully meeting the 
motorist’s needs for adequate protec- 
tion. 


No Medical Coverage For Guests 














If insured, his relatives, or guests do 
not have any type of hospitalization 
or medical reimbursement coverage, 
Top functions as primary insurance. 
Likewise, to the extent that any other , 
insurance carried is not adequate to | 
reimburse them fully for medical ex- 
penses, coverage under Top becomes 
operative. The group seeks only to 
avoid duplicate or triplicate payments 
of medical bills. 

Top fire, theft, collision (full or with 
specified deductibles), and miscellane- 
ous PHD coverage matches National 
Automobile Underwriters Assn. pro- 
tection. 

The fourth Top feature is death, 
dismemberment and permanent total 
disability, written on specified insured 
in selected amounts up to $10,000. No 
weekly indemnity is offered with this 
feature, since the group believes in- 
sured should purchase broad form 
A&S to guarantee continuation of in- 
come in the event of disability, ir- 
respective of the cause. 


DDD More Attractive Than UM 
The death, dismemberment and per- 
manent total disability coverage is 


more attractive to the buyer than the 
uninsured motorist coverage which, in 
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the group’s view, is almost sure to ATLANTA CHICAGO DALLAS 
provoke arguments and discontent be- 
tween insured and insurer. Neverthe- 
less, it has found some demand for 
UM coverage, and some customers 
wish to purchase it as well as death 
and dismemberment. Therefore it of- 
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The enterprise of the fine paper mills which 
sprang up along New England’s fast-rushing streams 
in the early 19th Century made quality writing paper 
widely available at low cost for the first time. 

It is in this tradition that Peerless Insurance Company 
contributes today to the success of 
Independent Agents, with a portfolio of 
multiple-line coverages in the Bond, Fire, 
Accident & Health, and Casualty fields, 
contemporary to the needs of more of their clients. 
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Casualty and Liability Lines 












Sf 

















23 
fers UM protection as a fifth cover- 
age feature. 

When all these features are pur- 


chased in adequate amounts, an auto- 
mobile owner can be assured that he 
has thorough over-all protection—or 
Top. 

Top is written on either a six month 
or an annual basis. Any number of 
cars may be covered in one policy. 
Premiums are paid at inception, thus 
avoiding collection difficulties. Any 
number of policies can be paid for by 
one check. The company writes the 
policy, saving the agent office over- 
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head. Billing is through the agent or 
direct, at the agent’s option. Commis- 
sion on Top is 15% at inception and on 
renewal. 


Gaited To Development 


Atlantic executives emphasize that 
the group’s operations are guided by 
the open minded philosophy of marine 
underwriters. Their venerable but 
flexible precepts are grounded in the 
belief that insured must be served 
first, with a protection program cover- 
ing all his insurable risks; insured 
must be encouraged to use the knowl- 
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edge and experience of the profession- 
al producer; insured’s claim must be 
paid promptly and ungrudgingly. 

This traditional, undeviating philo- 
sophy is an ideal one to bring to bear 
upon present marketing problems in 
all lines. The group is not pressured 
into makeshift methods to meet mod- 
ern circumstances. Its response to mar- 
ket demands rather reflects the para- 
dox of an unchanging operating phi- 
losophy that is not only up to the min- 
ute, but sometimes considerably ahead 
of it. 


Atlantic’s the 


long advocacy of 
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agent in its advertising program, ang 
its early development of Top auty 
coverage are but two examples of the 
soundness of its marketing approach, 


N. Y. Acts On Charge 
Against Diners Club 


The New York department has acteq 
on a complaint by Greater New York 
Insurance Brokers’ Assn. against the 
Diners Club in connection with the 
solicitation of travel insurance. 

The department found that adver. 
tising literature had been mailed by 
the DCIP Corp., a subsidiary of Din. 
ers Club, which is licensed as an 
agent in New York. The mailing con. 
tained an envelope returnable to the 
Diners Club. The department has 
been advised that this practice wil] 
not be repeated and that in future all 
solicitation for accident insurance wil] 
be made by Beneficial Fire & Casy- 
alty of Los Angeles, which is licensed 
in New York. 


Iowa Agents Name 


12 District Directors 


Iowa Assn. of Independent Agents 
has elected 12 district directors. They 
are A. I. McClintock, Cherokee; War- 
ren Smith, Humboldt; Leslie Young, 
Waverly; Michael Hogan, Dubuque; 
Robert Noland, Davenport; Sherwood 
Bell, Marshalltown; Arlis Mathis, 
Boone; Bruce Ouren, Harlan; Thomas 
Clithero, Atlantic; Noel Friday, Osceo- 
la; R. H. Walton Jr., Oskaloosa, and 
J. W. Mark Jr., Muscatine. 

Purchases Michigan Agency 

Norman W. Kennedy, claims man- 
ager at Saginaw of Hartford Accident, 
has resigned to manage the C. W. 
Schafer agency at Chesaning, which 
he purchased. Mr. Schafer will re- 
main-as an advisor and solicitor. 
Allstate Appoints Eleven 

Allstate has appointed Arthur M. 
Eisenbart as sales manager in the 
southeastern zone office. Other ap- 
pointees include Doris D. Williams, as- 
sistant personnel manager, and Vern- 
on P. Rudd, policy service manager, 
both at Atlanta; Gordon D. Dobbins, 
sales supervisor, life and A&S and 
Jack M. Brooks, accounting manager, 
both at Roanoke, Va.; Robert Odam, op- 
erating manager, Santa Ana, Cal, 
George E. Herdeg, planning manager, 
Pasadena; Warren R. Bess, district 
sales manager, Indianapolis; William 
B. Williams, planning manager, Seattle; 
Robert W. Nicholson, sales supervisor, 
life and A&S, Toronto; and Glen E. 
Strudevant, planning manager at Sa- 
lem, Ore. 
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Agents Comment On Expense, Other Key Problems In Businesses 


stalled in the Dawson office in recent 
years, Which has saved some money, 
though not a great deal. The office 
has also been equipped with a postage 
meter machine. There is some ques- 
tion of whether there has been any 
saving in expense, considering the ex- 
pense of the machine and the rent on 
it. The electric typewriter installed 
some years ago leaves great doubts as 
to its worth, again considering the 
terrific expense, the time it takes to 
change ribbons, and other factors. 


“Repulsive” Idea 


It was the conclusion of the three 
agents that production of policies, bills 
and renewals at the home office might 
save the agency time and money. 
But they also agreed that such a sys- 
tem was repulsive to them. Their past 
experience with companies issuing 
policies has been that company offices 
seldom issue the policies correctly and 
they often have to be returned two 
or three times. This involves letter 
writing, which is costly, and delays, 
which are confusing. 

They oppose the idea of the compa- 
nies issuing policies, bills, and renew- 
als. They admit that maybe they are 
a little old fashioned, but they resent 
the sight of punch cards, and the idea 
of their business being handled by 
machines in a company office is re- 
volting. 

Companies might save money 
through elimination of duplication of 
underwriting procedures. Also, much 
expense could be done away with in 
the way of salaries in a home office 
that could be reduced. 

Special agents are of little or no 
value to the well operated insurance 
agency and certainly the agents who 
require such help and services should 
not receive the same commission as 
those who do not require such serv- 
ices. They concluded that there should 
not be any reduction in commission to 
the agent who: 


(CONTINUED FROM PAGE 1) 

1. Maintains a high class office. 

2. Trains and hires competent and 
able help. 

3. Maintains his own rating manu- 
als, calculates the rates and issues the 
policies and endorsements. 

4. Makes remittances promptly to 
the companies. 

5. Plays the role of a good citizen 
in the community by performing civic 
duties elong with the best business 
men in the community. 

Three agencies purchased outright, 
not including personnel, have reduced 
overhead in relation to agency volume 
for a far west agent. These agencies 
became available as a result of ad- 
vanced age of previous owners in two 
cases and death of owner in the other. 

Production of more business per in- 
sured and of more business per pro- 
ducing unit in the agency would re- 
duce the overhead in relation to vol- 
ume. 


Would Pay Same Price 


This agency is still interested in 
purchasing agencies and would pay the 
same price for them as it did five years 
ago. 

A simplified accounting system has 
proved to be labor saving and ex- 
pense reducing. 

Production of policies, bills and 
evidences of renewal are a _ proper 
function of the agency for which it 
is compensated at a saving to com- 
panies. 

Companies could save money through 
careful review of agency plants; elim- 
ination of inefficient and unqualified 
agents; and demanding professional 
practices from professional agents. 

One example is that of a company 
that has cut its agency plant by 60% 
in numbers and now has only profes- 
sional agents. Its volume has nearly 
doubled in the territory and its “spoon 
feeding” expenses have been nearly 
eliminated—no free rent, fewer spe- 
cial agents as professional agents don’t 
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need specials nearly so much. The 
company found that 80% of losses 
came from agents writing only 20% of 
the business. Now they have fewer 
agents, bigger agents and . better 
agents. This has helped their expense 
problem tremendously, although no 
one claims that the problem is com- 
pletely licked. 

Dave Johnson, president of Fisher- 
Brown agency at Pensacola, replied: 
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Over the years Fisher-Brown has 
absorbed seven agencies, largely as a 
result of deaths and old age. One be- 
came available when the owner de- 
cided that the amount of detail in- 
volved in the business was too much 
for him. 

We are still interested in purchas- 
ing agencies. : 

Recently, we have found that IBM 
machines, electric typewriters, addi- 
tional calculators and copying ma- 
save labor and 


chines have helped 
reduce expenses. 
We do not have a special rule for 
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The United States is undergoing the greatest face-lifting in 


history. New roads—new industrial and commercial build- 
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Month after month, the construction industry establishes 
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measuring the price we will pay for 
an agency. We bought one last year 
for $1,000. It had gross commissions 
that year of $875. Our commission 
scale has brought us in a little over 
$1,000, so we figured we paid one 
gross renewals for that agency. 


Throw Out Public Business 


When we purchase an agency, we 
throw out all public business, i.e., 
state, county, city and school board, 
because the chances are that you are 
not going to be able to hold the re- 
newal of such business. In figuring the 
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value of the agency, we also throw 
out any automobile financing accounts 
—the fire, theft and collision insur- 
ance written for a franchised or in- 
dependent dealer on cars he sells to 
individuals. 

We think that the production of 
more business per insured—life, A&S, 
and more insurance to value—or of 
more business per producing unit in 
the agency, would reduce overhead in 
relation to our volume. In fact, we 
are starting a life department this 
September. We have tried this twice 
before. Each time it cost us money, 


but we are willing to take the third 
chance. If we blow this one, then we 
have had it. 

We do not believe we are going to 
blow it because the trend seems more 
and more to wrap up life insurance 
in the account package. I believe that 
in the future you will be able to write 
a man’s insurance on his home and 
personal effects, together with his 
automobile and life insurance, in one 
package, and that he will pay for it 
monthly in spite of all hell and high 
water as to how I feel about it. 

We would not pay as much for an 
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agency today as we did five yea, 
ago, although our formula for figuring 
them remains the same, because ye 
purchase one on the amount of com. 
missions that they have taken jp 
While the companies are reducing com. 
missions, I do not think it is going ty 
stay that way because you let 50 com. 
panies act in concert and reduce com. 
missions and I guarantee you one o 
two of them will raise them again be. 
fore long. 


Obtain List Of Permits 


Recently we have not had much time 
to initiate new selling ideas. However 
we always have obtained a list of the 
building permits in the city and the 
plumbing permits outside the city; jt 
is not necessary to have a building 
permit in the county. We subscribe ty 
various publications which give yy 
lists of the newcomers. 

We have several plans for obtaining 
new business—the only trouble is that 
much of the time we don’t work the 
plan. 

Ultimately we are aiming to ge 
one or two men out knocking on doors, 
That is one thing wrong with ow 
agency system today—too many agents 
are too busy with details and com- 
mercial accounts to go out and solicit, 
They cannot see farther than their 
noses and do not bring in young men 
and subsidize them for a year or two 
until the youngsters get on their feet 
and go out and solicit new personal ac- 
counts by just plain cold canvassing. 
A good deal of the success of this 
agency is due to the fact that we have 
brought in young blood right along. 
As for those agencies which have not 
done so—their “days are numbered,” 


Company Doesn’t Write Policies 


I cannot bring myself around to 
letting the company write the policies 
and bill on a direct basis. It is going 
to be the tendency of an agent not to 
pay any attention to that insured the 
company bills direct. Furthermore, | 
don’t know how the company is going 
to tell insured to increase his cover- 
age. We know of hundreds of cases 
right here in Pensacola where people 
have bought a home and the coverage 
is issued for the amount of the mort- 
gage. The home is now five, six or 
seven years old. The mortgage com- 
pany which controls the insurance still 
renews it for the same amount. In- 
sured does not think to ask them to 
increase the coverage even though 
inflation has increased the value of 
this home, or he has put on an addi- 
tion, or he has bought new furniture. 
They just don’t come around asking 
the company to do it. 


Still Has To Be Sold 


Insurance still has to be sold, in 
my opinion, and the best way to sell 
it is through an independent agent. 
Then, too, I don’t know but what 
some day some company is going to 
claim the expirations if the company 
removes the contact the agent has 
with insured. Also, the agent has 
to check every policy. Years and yeals 
ago, one company used to write our 
automobile policies and about half of 
them would be wrong when we fe 
ceived them. You’ve got to check them 
either after they come in or before 
they are renewed. In either case, it 
takes nearly as long to do that as it 
takes to write the policies themselves. 

Far be it from me to tell the com- 
panies how to save money. I know 
they have their problems; I read te 
cently that they were cutting down 0 
the number of meetings and cutting 
down the number of members at these 
meetings. Certainly that will save 
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something. But I think that is a drop 
in the bucket compared to what could 
be saved if companies would get to- 
gether on uniform advertising of their 
policies, i.e., CPL, homeowners, A&sS, 
"abe. companies are employing spe- 
cial agents who don’t know as much 
about the business as the agent him- 
self. In most cases the special agent 
does nothing to help the agent. There 
are certain exceptions—we have three 
or four company men who come into 
our office and we look forward to their 
yisits because they help us. The 
trouble is that this kind of field man 
does not stay with the company long 
before some agent grabs him off. 

Then, too, I don’t think the average 
agent today expects a company man 
to entertain him or buy his lunch. That 
is a small item, but multiply it many, 
many times per day for the big com- 
panies who have a lot of agents, and 
you can see it runs into money. 


Favors Joint Advertising 


I sincerely wish there were some 
way the companies could get together 
and advertise through the independent 
agents, by way of Big I advertising. 
There are companies with full page 
ads in magazines which must cost an 
awful lot of money. Yet the average 
insured, who certainly is in the major- 
ity, cannot tell you what company has 
his insurance any more than I can tell 
you what is going to happen next 
year. Insured looks to the agent; he 
sees the ads in magazines and is not 
impressed one bit. The big companies 
may figure they get their money’s 
worth in advertising by having the 
executives read them, but I doubt it. 
I believe that if there were some way 
National Assn. of Insurance Agents 
and the companies could get together 
and match dollars for television, radio 
and newspapers, we could conduct a 
very effective campaign which would 
produce much better results than those 
acompany gets by advertising indivi- 
dually. 


Vt. Annual Is Set 


Vermont Assn. of Insurance Agents 
will hold its annual convention at the 
Equinox House, Manchester, Oct. 5. 
William A. Pollard, executive secre- 
tary of NAIA, will discuss “Better Tie- 
in with the National Association,” 
and Loren W. Smoyer, treasurer of 
Frederick F. Flynn Associates, New 
York brokers, will speak on “Risk 
Management for the Small Agent.” 

The afternoon will start with a 
business meeting. President John F. 
lonergan of Bennington will give his 
teport. A panel discussion will be 
moderated by William N. Woodland, 








executive vice-president of Mutual 
Fire Ins. Assn. of New England. 

Conference workshops will be held 
on the homeowners policy by Robert 
H. Butler, fire manager of Travelers, 
Worcester, Mass.; rating problems by 
Samuel J. Hatfield, manager of New 
England Fire Insurance Rating Assn., 
Burlington; assigned risk plans by R. 
C. Shipley, manager of National Bu- 
reau of Casualty Underwriters, Port- 
land, and agency management by Ro- 
bert Burns, American Management 
Bureau, Washington, D.C. 


Cote Is President Of New 
Mich. Adjusters Assn. 


John L. Cote of Farm Bureau Mu- 
tual of Michigan has been elected 
president of the newly formed Michi- 
gan Adjusters Assn. Initial member- 
ship exceeds 100. 

Other officers are Roy 


Perry Jr., 


Saginaw, vice-president northeastern 
region; William Devers Jr., Detroit, 
vice-president southeastern region; 


William Buckman, Kalamazoo, vice- 
president western region; Kenneth 
Bauer, Saginaw, secretary; Richard 
Ankey, Bay City, treasurer, and R. 
Gregory Derragon, Lansing, executive 
secretary. 


Gould & Gould Gets 


Western Assurance 


Gould & Gould general agency of 
Seattle has been appointed Pacific 
northwest managing agents of West- 
ern Assurance of the Crum & Forster 
group. This brings to 13 the number 
of companies represented by Gould & 
Gould in the Pacific northwest and 
Alaska. 


OL&T Rates Up In 3 States 


National Bureau has increased OL&T 
rates in Alabama by 30%, in Ken- 
tucky by 8.1%, and in Ohio by 17.6%, 
effective Sept. 2. Classifications affect- 
ed include stores, hospitals, hotels, 
churches, clubs, restaurants, apart- 
ments and tenements, boarding or 
rooming houses, and mercantile and 
office buildings. 


Aetna Fire Promotes Blinn; 
Transfers Michaelson To Detroit 

Prosper J. Blinn Jr. has been pro- 
moted by Aetna Fire to casualty super- 
visor at Detroit. He has been at that 
office five years as bond and casualty 
underwriter. 

Ronald Michaelson is being trans- 
ferred to Detroit from the Park Ridge, 
Ill., office to assist Mr. Blinn as under- 
writer. 
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insurance agents have in common 


Sometimes we’re amazed at the lack of common sense in high places 
More than any single virtue, common sense can help insurance men do 
more things right—and fewer things wrong. Such as in the selection o° 
companies to represent, for instance. 
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NO MORE FIELDMEN... 
NOW THEY'RE 
SALES REPRESENTATIVES 


Yes, our fieldmen are now 


officially sales representatives. 

This new title more nearly describes 
the work they are doing to help 

you get more business that is 
profitable for both of us. 
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Va. Agents’ Appeals 
On Commissions Denied 


Virginia supreme court has ruled 
that agents have no direct interest in 
or right of appeal from rate schedules 
fixed by the state corporation commis- 
sion. The court dismissed two appeals 
by Virginia Assn. of Insurance Agents 
in connection with two 1958 auto rate 
unwarranted commission reduction 
in the acquisition cost factor from 25 
to 20%. 

The association contended that the 
change in formula amounted to an 
unwarranted commission reduction 
from 25 to 20%. However, the court 
held that the formula was only a 
“vardstick,” and nothing in the rating 
body’s orders prevented insurers from 
paying agents 25% or more commis- 
sion, if they so desired. 


Tenn. Agents Set Card 


Paul H. Jones, Tucson, vice-presi- 
dent National Assn. of Insurance 
Agents, and T. Nelson Parker, Vir- 
ginia commissioner, will speak at the 
opening general session of the annual 
convention of Insurors of Tennessee 
at Andrew Johnson Hotel, Knoxville, 
Oct. 10-13. 

Commissioner Long of Tennessee, 
William E. Booth, vice-president Cher- 
okee, and Fred Carpenter, Connecticut 
General Life, will address the meeting 
Tuesday morning. In the afternoon, 
Greg O’Rear, state commissioner of 
safety, and James R. McWilliams, 
manager of the automobile division of 
National Bureau, will be the speakers. 


Wolverine Names New 
Field, Claims Men 


New field representatives of Wolver- 
ine of Battle Creek are William Bohn- 
sack at Decatur, Ill.; Peter McKnight 
at Detroit, and Roger VanTwisk at 
Sioux Falls. New claims managers are 
Ralph Barnes at Bedford, Ind., and 
Harry T. Pemberton at Indianapolis. 
New adjusters are Charles Peters at 
Decatur, Ill.; Robert Fogerty at Detroit, 
and Richard Hachet at Grand Rapids. 


Hartford Accident Names 


Borem At Kansas City 


Hartford Accident has appointed 
Charles T. Borem associate superin- 
tendent of the bond department at 
Kansas City. He will specialize in con- 
tract bonds. 

Mr. Borem joined the company in 
1951 and was a bond claim adjuster 
and then fidelity and surety special 
agent at Pittsburgh before his trans- 
fer to Kansas City in 1958. 


Bearss To PR Statt Of 


Texas Advisory Assn. 


Leslie M. Bearss has joined the 
public relations staff of Texas Insur- 
ance Advisory Assn. He has been an 
account executive of a Lubbock (Tex.) 
advertising agency. 


Michigan Mutual Liability Names 2 

Michigan Mutual Liability has ap- 
pointed William B. Rough assistant 
treasurer. With the company since 
1951, he had been chief accountant 
since 1956. Dennis A. Richard is the 
new chief accountant. 

Hylton S. Neill, formerly vice-presi- 
dent of the Seeley & Co. general 
agency of Seattle, has become vice- 
president in charge of casualty, surety 
and special risks of the George C. 
Newell Co. general agency there. 
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N.J. Agents Blast Auto Rate Increase 


(CONTINUED FROM PAGE 1) 


nts have been anxious to help im- 

ve the automobile loss situation and 
to bring about a better competitive 
climate. They waited in vain for two 
years for an invitation to join com- 

jes in conferring on these prob- 
Jems. Instead, they were finally con- 
fronted with a rate change based on a 
filing which must reduce commission 
without providing the slightest com- 
petitive improvement. The rate change 
took care of company expense factors 
handsomely, but failed to provide for 
agents’ increased costs. In fact, it 
reduced their means of meeting these 
constantly rising expenses. 

Commission changes made so far 
have generally been adopted without 
regard to the individual agent’s vol- 
ume or profit, Mr. Grannatt declared. 
The agency doing the job for which it 
is paid has been subjected to greater 
income reduction than those agencies 
which produce a small and often un- 
profitable volume and which do not 
perform even minimum services. The 
company action has done irreparable 
harm to the agency system. It was not 
in the public interest and it represents 
a step backward in the long march to 
professionalize the business. Mr. Gran- 
natt urged the companies to cooperate 
with agents in an effort to improve 
their joint future. 

At the press conference preceding 
the opening session, Mr. Grannatt, Mr. 
Weisbart and Mr. Ryan freely answered 
a variety of questions tossed at them. 
They are not too enthusiastic about 
auto merit rating plans in conjunction 
with new types of policies, although 
they reported that agents are investi- 
gating them impartially. They noted 
that such plans involve highly selec- 
tive underwriting which means many 
potential customers could not qualify. 
The plans also carry surcharges. In 
the past, when companies have tried 
merit plans on an independent basis, 
business has moved from one com- 
pany to another when it got into the 
surcharge class. This problem must be 
solved, among others. 

The officers observed that compan- 
ies think they are doing agents a big 
favor by taking over billing. But the 
agent is still left with plenty of dirty 
work, represented by the numerous 
exceptions and _ special situations 
which arise in connection with many 
customers. In his formal report later, 
Mr. Grannatt said that he did not doubt 
the miracles of electronics but up to 
now he knows of no machine that fills 
out claim forms or answers the many 


questions raised by insured. If agents 
adopt electronically handled auto 
policies, they had better accept a new 
concept of agency service with infini- 
tely more selling necessary in order 
to stay where they are, income-wise. 
There is a definite danger that agents 
are voting themselves into exclusive 


agent status by adopting the over-all | 
marketing plan of a single company, | 


the officers agreed. By using one com- 
pany’s budget and auto plan, some- 
times accompanied by homeowners 
with mortgage life and A&S, the agent 
is getting into a situation which di- 
minishes his independence. The offi- 
cers had no suggestions for an alter- 
native course of action to combat this 
trend. 

Mr. Weisbart, who is both a CPCU 
and a CLU, was particularly emphatic 
and cogent in his views on placing all 
lines with one insurer. He does not 
like the idea. No life agent has ever 
been cancelled because of a poor loss 
ratio, and few A&S producers have 
been dropped for that reason. Con- 
versely, when general lines loss ratios 
go sour, action is often taken. Thus the 
theoretical ideal of placing all lines 
with one company may have its soft 
spots. 

The officers agreed that general 
lines agents must get into life selling. 
But they observed that fire and cas- 
ualty insurers which have acquired 
life facilities still cannot provide the 
broad contracts available from the 
giant life companies. They noted that 
the latter would probably send broker- 
age representatives to the meeting, and 
this prophecy was more than borne out 
later in the day. 

In his final report as state national 
director, Mr. MacBean noted that New 
Jersey has notified NAIA that it will 
cooperate in an agency cost survey 
statewide. He urged members to con- 
tribute time and effort to produce 
valid statistical data which is needed 
to support the agent’s position in 
commission discussions with princi- 
pals. 

Mr. MacBean reported fictitious 
group developments among Masonic 
lodges. A program for BI and PDL, in- 
cluding medical payments, for Masons 
in the south has been reported. Mr. 
MacBean urged Masons among the as- 
sociation membership to notify the 
agents’ headquarters promptly if they 
detected such a trend in New Jersey. 

Passaic County association took the 
Wilson cup for the best public relations 
program during the year. 
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Tells How To Deal With A&S Misstatement 


(CONTINUED FROM PAGE 5) 


the absence of such proof, the in- 
sured will recover the policy benefits. 

“Thus,” said Mr. Harnett, “we may 
conclude that unless the statement or 
misstatement pertains to a fact, as 
opposed to the insured’s opinion or 
belief, courts will continue to hold 
that, short of a showing by the in- 
surer that the insured knew or should 
have known he was not in good 
health, the insured will recover under 
the policy.” 

Even if there was a misstatement, 
was it material and can the insurer 
prove it to be so? In general contract 
law, to provide a basis for rescission, 
the misstatement of fact must be ma- 
terial and this principle carries over 
into insurance contracts, sometimes 
specifically by statute. In New York, 
if knowledge of the fact misrep- 
resented would have led to refusal of 
the risk, then it is deemed material. 

Generally, materiality is considered 
on this basis: Would the insurer ac- 
cept the risk or does the misrepresen- 
tation increase the hazard of the risk? 
Thus the claim man must be certain 
that the misstatement is such that if 
the truth were known his company 
would not have written the policy and 
he must be able to substantiate his 
position by proof of the company’s 
practices. 


Omissions Make Trouble 


In a substantial number of misrep- 
resentation allegations, failure of the 
insured to list prior diseases or medi- 
cal treatment is the troublemaker. A 
study of the cases indicates that in 
the absence of some special factor the 
courts will consider failure to mention 
any serious disease or medical treat- 
ment to be material as a matter of 
law. Whether a certain ailment in- 
creased the risk of loss is ordinarily 
considered a question of fact for the 
jury. 

By way of proving that the misrep- 


resentation is material the insure 
may resort to its established unde. 
writing practices and use the test, 
mony of its medical director. In this 
regard, in the recent case of Linde). 
baum vs Equitable Society, 5 App, 
Div. (N. Y.) 2d 651, 174 Supp. 2d 4y 
(1958), 
medical director that the risk was yp. 
acceptable was held to be insufficiey 
proof of the company’s underwriting 
practices The court 
past underwriting records, establisheg 
rules of the company or other docy. 
mentary proof would have to be useg 
to supplement the medical testimony 
so as to constitute “evidence of the 
practice of the insurer.” 

It is not uncommon in A&sS litiga. 
tion for the insured to maintain tha 
prior to the signing of the applicatig 
he had a certain condition and to cop. 
tend that he gave the correct infor. 
mation to the agent and that either 
the agent filled in the incorrect ip. 
formation or instructed the insured ty 
do so. In such instances, the resy} 
depends invariably on _ the _ facts 
proved. If the agent violated his obji- 
gation to his company, the verdict is 
adverse to the insurer. If the insured 
acted in collusion with the agent, his 
claim fails because of its taint. 

In many instances of claim handl- 
ing, the insured in his application 
answers a question indicating the ex- 
istence of a prior illness, but his an- 
swer is only partially correct. Some 
courts have held that such a partial 
answer puts the company on notice to 


investigate further and the fact that}; 


the condition may be more serious 
than is indicated by the answer does 
not make the misstatement material, 
if the company did not avail itself of 
the opportunity to investigate when 
informed that there was some ques- 
tion as to the insurability of the ap- 
plicant. 

For example, in Pipes vs World Ins. 











the bare testimony of th; 


indicated thaf; 
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Co. of Omaha, 150 Fed. Supp. 370 
(La.-1957) the insured indicated that 
he had albumen in his urine in the 
past. The proof indicated that the in- 
sured not only had albumen but suf- 
fered from nephritis. The insured, 
however, Was unaware of that fact. 
The court held in effect that the in- 
sured did not know the answer was 
false and that the answer put the 
company on notice of the possible ex- 
istence of a kidney condition and that 
the company should have investigated 
more thoroughly. 

However, this rule seems to be los- 
ing its appeal with the courts, Mr. 
Harnett said, and recently such in- 
correct or incomplete information has 
been held to be insufficient to put the 
insurer on notice and that an obliga- 
tio to investigate further cannot be 
imposed upon the insurer. This seems 
to be particularly true in those instanc- 
esof non-medical life insurance and ac- 
cordingly would be applicable in A&S 
cases where the insurer is limited in 
its knowledge to the statements made 
py the insured in his application. 
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Rescission Is Permitted 


“Thus, we may conclude that the 
courts have recognized the fact that 
the contract is made on reliance of 
the insured’s statements in his offer, 
ie, the application, and that is what 
the company accepts and if there is a 
mutual mistake of fact the insurer is 
permitted to seek the remedy of re- 
scission,” said Mr. Harnett. 

Unlike the incontestable clause in 
a life policy, the uniform A&S policy 
provision specifies that fraudulent 
misstatements survive the incontest- 
able period. Thus, a lawyer in advis- 
ing his insurer client when availing 
of this defense based on fraud must 
find the classic elements of fraud: (1) 
Deception; (2) with intent to deceive; 
(3) purpose of inducing one party; 
(4) with reliance thereon, and (5) to 
act to his detriment and damage in 
relying on the statement. 


Proof Is Needed 


“Here, in each case you are faced 
with a matter of proof, i.e., can it be 
shown that the insured knew his mis- 
statement and attempted to deceive 
the insurer?” said Mr. Harnett. “This 
taarun the gamut of possibilities and 
isessentially a question of fact. I have 
been unable to find any cases spe- 
tifically interpreting the standard pro- 
visions, but some prior decisions on 
life policies indicate the scope of the 
problem and the validity of the ex- 
dusion of fraud from the incontesta- 
tle clause. 

“In the event that the insured’s 
faud is not capable of proof, and the 
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incontestable clause has run, consid- 
eration should be given to the pos- 
sibility of seeking reformation. It has 
been held in life insurance policy 
litigation that the incontestable clause 
does not bar reformation. The same 
rule should be held applicable to the 
accident and health policy.” 


Me. Agents’ Annual 


Clark B. Bristol, vice-president of 
New Hampshire Fire, and William A. 
Pollard, executive secretary of Na- 
tional Assn. of Insurance Agents, were 
featured speakers at the annual meet- 
ing of the Maine association last week. 

William H. Brewster, public rela- 
tions assistant to the general manager 
of National Bureau, discussed the 
changing scene in casualty insurance. 
Other speakers were William N. Wood- 
land, secretary of Mutual Fire Insur- 
ance Assn. of New England; Paul A. 
MacDonald, deputy secretary of Maine, 
and Lawrence P. Mahoney, Portland 
attorney. 


Cook County Inspection 


Bureau Organizing Class 


Cook County Inspection Bureau is 
organizing a class to study the latest 
edition of the Analytic System and is 
open to all men and women interested 
in how fire insurance rates are pub- 
lished. Practical problems in schedule 
rating will be provided. Registration is 
at the bureau offices. Additional in- 
formation may be obtained from D. P. 
Skaer or P. J. Van Deventer of Cook 
County Inspection Bureau, room 2158, 
Insurance Exchange Building. 


Sink Named lin Texas 


By Vanston & Co. 


Robert E. Sink has been named 
special representative in Texas of 
Barney Vanston & Co., Dallas general 
agency. For 12 years he has been ex- 
ecutive assistant of Factory Associa- 
tion at Chicago. 

New Heritage Mutual Officers 

Marvin C.. Hessler, secretary and 
general manager of Heritage Mutual of 
Plymouth, Wis., has been elevated to 
president to succeed the late W. J. 
Prietzel. Mr. Hessler has been secretary 
since 1951 and will continue as general 
manager. : 

John R. Holden, assistant: secretary 
and general counsel, was promoted to 
secretary and he will continue as gen- 
eral counsel. He also becomes a di- 
rector. He has been an executive since 
1955 and°has been with the company 
since 1949. 

















—— 














Underwriters at Lloyd’s, London 

















Malpractice 
Personal Accident 
Liquor Liability 

Fire and Allied Lines 
Excess Motor Truck Cargo 
Errors and Omissions 
Excess Liability 
False Arrest 
Livestock 












Vickery. Hoyt and Graham, Inc. 
175 West Jackson Boulevard 
Chicago 4, Illinois 
WaAbash 2-2862 





























Wipe 


HeNATIONAL UNDERWRITER 






WG 

















j y 
| THE NAIA | 
, You ndependent Y) 
MARK OF \xcmiM acon? AGENTS | 
Y CSERVES/ YOU sense j 
“Your Independent Insurance Agent SERVES you First.” 
Y 
| 
To warrant your status as the Independent Insurance Agent 
, of your clients you must make sure that you do in fact 4 
7 SERVE their insurance interests fully. Service is some- y 
) times considered an overworked word in business relation- 
y ships. Never-the-less service should be the first essential 
7 ingredient in the conduct of an insurance agency. 
7 Serving an insurance client or account lies in your 
4 assumption of responsibility for his complete and adequate 


protection against the reasonable exposures in his situation 
as they exist now and in the future. Your responsibility 
involves the ascertainment of facts for analysis and study ; 
preparation and presentation of recommendations based 
on those facts, and finally, personal consultation and sincere 
effort to convince the client to act favorably on them. The 
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y responsibility for the client’s decision, of course, must be 

7 his. The record should be clear that you performed your 

4 service, should events run contra to an adverse decision. 
Y) ; : ; 

To impress your clients and to continually strength- 

en your ties to them, make yours as personal a service as 


WG 


possible. Utilize every available opportunity to see and talk 
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j with them; for instance, deliver renewals personally; make 
j a visit to explain changes in rates, changes or betterments 
Z of existing policies, and to inform about new policies. Be 
Z 6 I 
y} sure your clients know how to reach you, day and night, so 
y} 7 ar 
7 you will be on hand to handle personally all loss claims. 
7 Finally, present all loss payments yourself. 
1 With such an agency service creed backed by long 
yj experienced agency companies like those of The Commer- 
7 cial Union Group your business will be enhanced. 
Y 
Y 
Yj 
/ THE COMMERCIAL UNION GROUP j 
Y COMMERCIAL UNION ASSURANCE COMPANY LTO * THE OCEAN ACCIDENT & GUARANTEE CORPORATION. LTO yf 
Y AMERICAN CENTRAL INSURANCE COMPANY * CALIFORNIA INSURANCE COMPANY * PALATINE INSURANCE Y 
Z COMPANY LTO * COMMERCIAL UNION FIRE INSURANCE COMPANY OF N ¥. * COLUMBIA CASUALTY COMPANY Y 
7 UNION ASSURANCE SOCIETY LTO * THE Gnevises GENERAL INSURANCE COMPANY LTO 7 
HEAD OFFICE « NEW YORK, N.Y. 7 
ATLANTA CHICAGO SAN FRANCISCO j 
Y Y 
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Editorial Comment 


Demand Grows For Actuarial Talent 


In recent months, the demand for 
actuaries has stepped up quite sub- 
stantially. As more and more compa- 
nies have gone independent for cer- 
tain lines or certain territories, it has 
become apparent that they had to have 
more statistical and actuarial talent 
than when everything went through 
a bureau. 

For many years the major opportu- 
nities for actuaries in fire and casualty 
have been in bureaus, independents, 
consulting actuarial firms, and in a 
few cases, insurance departments. 
Some of the larger insurers considered 
as organization companies and operat- 
ing wholly or largely through bu- 
reaus, have had some actuarial talent 
of their own. But they may not have 
had enough to meet the demands that 
currently are developing for this kind 
of work, and the smaller companies 
have had little or none of it. 

In any arrangement, such as that 
of the automobile bureaus, in which 
individual companies want to devise 
their own plans and to proceed with 
them as independents outside the bu- 
reau or as independents within the 
bureau—in either case, policy draft- 
ing, rating plans, supporting data, and 
many other details previously handled 
entirely or almost entirely by the bu- 
reaus now are having to be done at 
the home office. Insurers may even 
find it necessary to support their in- 
dependent filing in hearings before 
insurance departments. It is hard to 
see how the bureau could do more 
than file the material. The insurer also 
will have to keep its own experience, 
analyze it, and get it in such form 
that it will form the basis for approval 


by departments, on coverage, rates 
and rating plans. 
Probably the independents have 


been so far the favorite hunting 
grounds for actuarial and statistical 
talent. The bureaus are feeling some 
pressure. The larger companies that 
have had some representation of these 
skills appear to have strengthened 
their position in recent months. They 
have been hiring more; at least they 
haven’t been subject to so much hir- 
ing away as the strictly and long time 
independents. Presumably the con- 
sulting actuarial firms, which have 


formed a fairly substantial and even 
growing market for talents of this 
kind, are feeling some pressure now 
from the insurers. 

The plethora of new auto plans 
should be sufficient to keep actuarial 
talent busy for some time to come— 
in helping to devise them, in keeping 
track of results and in making the 
changes and adaptations inevitably 
made necessary by experience. 

Deviations on homeowners may pro- 
vide another extensive field of actu- 
arial operation. Judging by the dis- 
astrous experience of many insurers 
with homeowners C, companies can 
use all the mathematical foresight they 
can possibly obtain in connection with 
maneuvers’ involving homeowners 
forms. 

Combination of homeowners and 
automobile seem to be in the cards. 
One company is rumored to be ready 
to issue such a package within the 
next 60 days. Actuarial guidance, su- 
pervision and control will surely be 
factors in this development, which 
certainly will not be confined to one 
insurer. 

Apart from these specific areas of 
probable actuarial activity, there is a 
much broader implication in the drive 
by insurers to add such talent to their 
staffs. These specialists are going to 
be consulted in the development of 
sales promotions and marketing pro- 
grams and will have a say in running 
them. 

The organization companies need 
technical marketing talent to pace 
their stepped up competitive efforts. 
Actuaries may be able to orchestrate 
a score which will enable the sales 
team to play more rapidly and harmo- 
niously. 

In past years, traditional account- 
ing departments have furnished post 
mortem figures which illustrated 
where a company went wrong in its 
marketing program. This data often 
provided the president with evidence 
which prompted him to chew out the 
so-called production staff. They then 
switched to a different key—often 
with results equally sour. Actuaries 
will be called on for “fore” rather 
than “hind” sight in the most vexing 
problem facing insurers—market plan- 


ning. 

They could prove to be key men in 
the revised marketing structures which 
a number of companies have begun 
to build. In fact, if they are not as- 
signed a primary role in this func- 
tion, the companies may continue 
making the same old mistakes, even if 
they have a modern marketing setup. 
A company can perpetuate a costly 
hoax on itself if it changes only the 
physical setup of its marketing organ- 
ization. Shuffling the same people 
around and giving them different titles 
is not the answer. A company must 
add different mental and technical ex- 
perience as well. Actuaries may bring 
these needed qualities to tomorrow’s 
marketing. Therefore, a number of 
companies have hung out help wanted 
signs, and quite a few actuaries, sens- 
ing broad opportunities in a stimulat- 
ing area, are responding—K.O.F.— 
INC. 





Mildred J. McDaniel has left the 
public relations department of North 
America to be married to Patrick Nee, 
Sept. 19. Mrs. Joanne W. Wood, who 
has been with the company, will re- 
place her. 


Orville B. Tearney, insurance man- 
ager of Inland Steel Co., has been 
appointed chairman of the insurance 
problems committee of American Iron 
& Steel Institute. 


August F. Stone, president, and 
August A. Scheid, vice-president in 
charge of underwriting of American 
Credit Indemnity, both of whom are 
retiring, were guests of honor at the 
company convention in St. Louis last 
week. Messrs. Stone and Scheid are 
natives of St. Louis. They joined 
American Credit Indemnity as office 
boys in 1910 and 1911 respectively. 
American Credit was organized in 
St. Louis in 1893 and had its home 
office there until 1940 when it moved 
to Baltimore. Commercial Credit Co. 
purchased controlling interest in 1936. 


William T. Beadles, immediate past 
president of American Assn. of Uni- 
versity Teachers of Insurance, has re- 
turned to full-time teaching in the 
insurance and business administration 
departments of Illinois Wesleyan Uni- 
versity, Bloomington, Ill. Since 1951, he 
has served as vice-president and dean 
of the university. He has also been ap- 
pointed editor of the Journal of Insur- 
ance, published quarterly by AAUTI, 
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Inspection Bureau. Up until that time 
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to succeed John Bickley, present 
Jan. 1. One of the first fellows of 4 fire 
Huebner Foundation, he became a (jp “flat 
in 1942 and was the first president gf Selle 
Central Illinois chapter of Amerieg} 1 
Society of CLU. He has served on @J tion 
grading panel of American Colles) with 
and in 20 years has taught more than Rati! 
CLU classes. . 


In reporting in the Sept. 4 iggy 
the death of Leonard S. Poor, it wa 
stated that one of his sons, Johngp 
Poor, is with the John T. Clark 4 
Associates agency in Clayton, & 
Johnson Poor is associated with Dona} 
H. Clark, publisher of the Local Agen 
and Life Insurance Selling magazine 
in St. Louis as assistant editor. 


Dudley F. Giberson, agent at Alt 
Ill., has been appointed by the mayy 
of Alton to head a new traffic safety 
commission. F 


Edward Renal, president of Wallae 
Reid & Co. New York brokers, marke 
his 50th anniversary in the busines 
all with Reid & Co. He started x 
office boy and was elected presiden 
last year. 


Ralph G. Hastings, Washington, Ind, 
agent, and Mrs. Hastings sailed on th 
Queen Mary for a six week tour o 
Europe. They plan to visit the ney 
Lloyds’ building in London. Mr. Hast. 
ings is a past president of Indian 
Assn. of Insurance Agents. 


Howard G. Reynolds, local agent oj 
Eagleville, Conn., is chief of the Eagle. 
ville fire department, and has bem 
elected president of Connecticut Stat 
Firemen’s Assn. He is also president 
of Tolland County Assn. of Insurane 
Agents and is a director of the Con- 
necticut association. He was a leader 
in the establishment of the mutual aid 
program which now includes almost 
every fire department in eastern Con- 
necticut. He is past president of the 
State Fire Chiefs’ Assn. The Eagleville 
fire department has been cited as one 
of the leading departments in Con- 
necticut and in the country. Chie! 
Reynolds’ license plate is FIRE. 


Hamilton M. Loeb Jr., president Elie 
& Loeb agency, has been selected one 
of Chicago’s “Ten outstanding young 
men of 1959” by the Junior Assn. of 
Commerce. Mr. Loeb, who is 34, i 
president of the Jewish Community 
Centers of Chicago and directs thei 
$2,300,000 construction program. 


Deaths 


DR. GROVER C. PENBERTHY, 
chief surgeon and medical director of 
Michigan Mutual Liability, died. He 
had been with the company since 1920. 


MAUDE E. INCH, former librarian 
of Insurance Society of New York, died 
at Montclair, N. J. She retired from the 
society in 1950. 


O. J. McKEOWN, treasurer of Utica 
Mutual and a director of the company, 
died in Utica, N. Y. He had beet 
with the company 28 years. 


ERNEST M. SELLERS, 87, who 
headed Indiana Inspection Bureau 
and its successor organization in Indi- 
ana from 1906 until his retirement 
1954, died at his home in Indianapolis 
Mr. Sellers, a native of Lebanon, 0. 
started as an inspector for Ohio In- 
spection Bureau while still in his 
teens. He moved to Indianapolis ™ 
1906 as secretary of Indiana Assn. of 
Fire Underwriters, and later that year 
was instrumental in organizing Indiana 
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fire rates were established from a 
wflat rate” schedule in Indiana. Mr. 
Sellers introduced the Dean schedule 
to the state. In 1947, Indiana Inspec- 
‘1 Bureau was liquidated to comply 
with the all-industry law, and Indiana 

ting Bureau was established with 
Mr. Sellers as manager. Under his 
direction, the bureau established of- 
fices in Evansville, Terre Haute, South 
Bend, and Fort Wayne. He was hon- 
ored with a testimonial dinner by all 
segments of the industry on his retire- 
ment in 1954. 


PAUL E. TORGERSON, 48, for 14 


years claim manager of the southern 


{ california department of Northwestern 
Mutual, died at Pasadena. Prior to join- 
ing the company in 1945, he was with 


Fireman’s Fund and Automobile Club 
of Southern California. 


HAROLD F. HAWKINS, 49, vice- 
president and vice-chairman of Joseph 
M. Byrne agency of Newark, died at 
his home in Westfield, N. J., following 
a heart attack. 


DONALD H. OWENS, 59, vice-presi- 
dent of Ream, Wrightson & Co., New 


York brokers, died at a Mount Kisco 


hospital. He lived at Chappaqua, N. Y. 
He was a past president of New York 
Junior Board of Trade. 


GEORGE T. MERRICK, former 
vice-president and manager at New 
York for Hartford Accident, died there. 
He began with Hartford Fire in 1910, 
and when the Hartford Accident New 
York office was created three years 
later became one of its original staff, 
being elected a vice-president of the 
company in 1943. He retired in 1957. 


PHILIP P. SIEBER, assistant treas- 
urer of American Druggists of Cincin- 
nati, died. He was in charge of invest- 
ments and had been with the company 
for about 25 years. 


RAYMOND C. FOX, 73, well-known 
Indianapolis agent for nearly 56 years, 
died at St. Vincent’s Hospital. Mr. Fox 


wrote his first policy while still a 


student at Manual High School, and 
never retired from the active local 
agency scene, being an active partner 
in the firm he founded, Fox & Fox, at 
the time of his death. He was a past 
president of the Indianapolis Board, 
and was a fixture at NAIA national 
conventions for more than 50 years. 
He attended his first national meeting 
in 1906 and had reservations for the 


meeting of NAIA in Chicago later this 
month. His son, David Fox, a partner 
in the agency, is among the survivors. 
Another son, R. Michael Fox, who died 
in 1950, was also a partner in Fox & 
Fox. Michael J. Fox, a grand-nephew 
of Raymond Fox, is an associate of the 
agency, representing the third gen- 
eration. In 1953, Mr. Fox was honored 
with a fine party by company officials 
on the occasion of his 50th year as an 
agent. 


FRANK B. HALL, 62, New York 
City broker, died there. After three 
years at London Lloyds, he spent 25 
years with the Frank B. Hall & Co. 
brokerage firm in New York founded 
by his father. He joined Despard & 
Co. in 1950. 


Stocks 


By H. W. Cornelius ef Bacon, Whipple & Co., 
135 S. La Salle St., Chicago, September 15, 1950 






















Bid Asked 
Rtn COmRRG, cecccenccesswcemessiesnes 180 186 
Aetna Fire 6442 66 
SI BE wetter niche 250 255 
American Equitable . 3544 37 
American (N. J.) ........ 24% 25% 
American Motorists ...... 19% 20% 
American Surety .... 18% 19% 
p RES a Sane eon 32 33 
Continental Casualty ..... 126 129 
Crum & Forster ............... 12% 14 
ee een 60 62 
Fireman’s Fund ...... 57 58% 
Gereral Reins. .......ccccccccccecceceeeeees 872 89 
Glens Falls 30 31% 
Great American Fire ...................- 3642 37% 
Hartford Fire ............... 180 185 
Hanover Fire ..... 35% 36% 
pT a Aen 51% 52% 
Ins. Co. of No. America . 122 124 
WEE ., cerimiieence 324 3442 
Maryland Casualty 33 3442 
Mass. Bonding 31 32 
National Fire .. 128 132 
National Union ................ . 3942 41 
New Amsterdam Casualt; 44 45% 
New Hampshire ................0.. 434 4542 
North River ..... 38% 3942 
Ohio Casualty 31 32% 
TE, GRR, ccistiiciesimieeinnen 15 77 
SS eee oe 19 20 
Re ef A 2012 21% 
ID cennesssisaierentnsmneensitiniernnsennaines 43 45 
St. Paul F. & M. ..... 554 57 
Springfield F. 8 My ...........ccccc0e 31% 32% 
Standard Accident  ............:ccs00 34 55% 
Travelers 86% 88 
We ee , dnnittieieicncctoious 36 37% 
U. S. Fire 28% 291% 





State Mutual Life’s planned living 
school, a new sales approach for per- 
sonal producers, will be conducted at 
Chicago by the company’s Leck agen- 
cy and begins Sept. 25. Jack Dolan, 
brokerage manager, is in charge. 








Write TODAY for a valuable 
agency appointment 


HOLYOKE 


FIRE 





Join in Safety with the 
HOLYOKE MUTUAL 


September is safety time! Youngsters 
back to school, so we drive extra-carefully! 
Heating plants starting up, so we have 
them checked by professionals . . . Same 
way, it’s smart to make certain your home- 
owners are insured to value. The safety- 
minded Holyoke Mutual agent who does 
this serves his clients well, knowing he is 
backed by the cooperative spirit of a 


friendly and long-established concern. 


FO Ymurvat 


INSURANCE COMPANY 


SALEM, MASSACHUSETTS * FOUNDED IN 1843 











SUBJECT TO PERIL 


Ocean marine : . . oldest of all branches of insurance, is 
international in scope and calls for the utmost of good 
faith by all parties involved in sea-going cargo protection. 
Here at the extensive facilities of Geo. F. Brown & Sons, 
Inc., you'll find the capable ways and means to handle 
all marine coverages, regardless of size. 













Yes, there’s no substitute for experience in depth when 
it comes to ocean marine. Why not find out for yourself 
why so many of the best producers prefer — 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd. + Chicago 4 » WAbash.2-4280 
116 John Street + New York38 + WOrth 4-0745 






PAWTUCKET MUTUAL 


can make a 
“WHALE OF A DIFFERENCE” 
in your Agency Operation 


By offering you large line facilities, an excellent rate 
of dividend, attractive agency contracts, and a very 
favorable commission scale, Pawtucket Mutual can 
make a real difference in your agency operation. Cus- 
tomers and agents alike, appreciate the big difference 
in savings and service Pawtucket Mutual “protection” 
policies offer. 


Remember too, Pawtucket Mutual, serving the Inde- 
pendent agent since 1848 and one of New England's 
oldest mutual Companies, provides prompt and effi- 
cient loss payments settled by independent adjusters. 


PAWTUCKET MUTUAL 
INSURANCE COMPANY 


25 MAPLE STREET, PAWTUCKET, R. |. 
Incorporated 1848 
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HeNATIONAL UNDERWRITER 


Says Sales To Small Business Neglected 


(CONTINUED FROM PAGE 12) 


ages, sex, earnings, and possibly the 
occupation of the people to be covered. 
Somewhere along the line, the general 
lines agent will have to employ sala- 
ried men, well-versed in all the tech- 
nical aspects of selling group. It is 
their job to make up the proposal and, 
wherever possible, to make the pre- 
sentation with the agent. Generally, 
if a prospect is willing to provide 
census information, he is 50% sold 
before he actually sees any figures. 


Expert Takes Over 


After the application and a deposit 
check have been received, the agent 
can become an “interested spectator.” 
The group man will deliver the master 
policies and the employe certificates 


and will review the accounting and 
administrative procedures during the 
case installation. He will encourage 
the account to correspond directly with 
the company on claims and other rou- 
tine matters. If he is doing a good job, 
he will make periodical sales calls on 
the agent’s accounts, keeping the 
agent posted regarding any develop- 
ments that might possibly result in 
additional business, Mr. Walch ex- 
plained. 

He said that a typical small group 
case involving 15 people, with life in- 
surance and major medical benefits, 
could easily produce an annual premi- 
um of $2,400. Two such cases a year 
would mean an added $1,000 in com- 
missions. Even more important, the 





r 


Nc 


WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER 








COMMERCIAL FIRE UNDERWRITER 


Our expansion into the Commercial Fire field 
offers an exceptional opportunity. 
Candidates will require at least 5 years inten- 
sive experience in Underwriting Commercial 
Fire, as well as some Field experience. Must be 
a competent analyst of experience trends and 
have ability in planning and directing of train- 
ing activities. 
Send complete résumé to include age, marital 
status, experience, education, past earnings and 
expected salary to: 

Personnel Department 

Midwest Zone Office 

Allstate Insurance Company 


7770 Frontage Road Skokie, Ill. 














ELEVATOR INSPECTOR 


Good opportunity for experienced Elevator 
man, to age 45. Insurance company back- 
ground preferred. We are seeking a man 
qualified in Wisconsin and Indiana or man 
with ability to qualify. Knowledge of other 
Casualty lines useful. Will operate out of 
Western department in Park Ridge. Infrequent 
out-of-town’ inspections. Excellent employee 
benefits. 


Call: J. FREEMAN, TAlcott 3-1175 or 
ROdney 3-8300, or come in for interview. 
AETNA INSURANCE COMPANY 
300 So. Northwest Highway, Park Ridge, Ill. 
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WANTED TO BUY 


Substantial Financial Parties in- 
terested in buying Illinois Stock 
or Mutual Casualty Company or 


Charters. Reply Box J-75, c/o 
The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 
4, Ill. 








LOCAL AGENCY 


In Southern Ohio looking for ambitious college 
graduate between 30 and 35 with drive, technical 
experience in Casualty field and C.P.C.U. designa- 
tion. Substantial salary and expenses first year. 
Partnership interest starts second year. Excep- 
tional opportunity with an 80 year old Agency 
offering security and a fine future. Write Box 
J-48, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








UNDERWRITER 
CASUALTY—INLAND MARINE 


Large Multiple Line Stock Company with sub- 
stantial volume has openings for experienced 
Casualty Underwriter in Indiana and Inland 
Marine Underwriter in Wisconsin. Send complete 
résumé to Box J-74, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








AGENCY REPRESENTATIVE 
A long established Middle Western casualty and 
fire insurance company has an opening for a 
Field Representative in northern Illinois and an- 
other in southern Indiana. Age preference, under 
40. Underwriting experience essential. Previous 
field experience not required. All replies held con- 
c/o 


fidential. Address Box J-66, The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








FOR SALE 


General insurance agency near Miami, Florida. 
Annual commissions $30,000. Down payment 
$30,000. Sale price $65,000. Write Box J-68, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








MANAGER—STATE AGENT 


Competent, hard working executive experienced 
all phases of Multiple line operations. Presently 
employed as State Agent for small company. Over 
20 years extensive background, both home office, 
branch office and general agency. Capable of de- 
veloping large volume profitable business. Write 
Box J-67, c/o The National Underwriter Co., 
175 W. Jackson Blvd. Chicago 4, IIl. 


GENERAL AGENTS WANTED 


Must be equipped to appoint agents and de- 
velop Auto Insurance business in sections of 
lowa and Northern Indiana. Non assessable 
Mutual Company rated A plus. Write Standard 
Mutual Insurance Company, 1028 South Grand 
Ave. West, Springfield, IIl'nois. 








FOR SALE 


N.C.R. Accounting machine. Series 3200. For 
Agency and Brokerage business. 3 years old. 
Reply Box J-64, </o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Illinois. 








MINNESOTA STATE AGENT 


Experienced in fire and allied lines. Opportunity 
to grow with an outstanding midwest company. 
Work out of Minneapolis. Reply in confidence 
to Box J-70, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








SPECIAL AGENTS 


Large Multiple Line Stock Company with good 
agency plant has Field positions open in Ken- 
tucky, Oklahoma and Kansas for experienced 
Multiple Line Fieldmen. Send complete résumé 
to Mr. J. A. Gray, 61 Woodland Street, Hart- 
ford 15, Connecticut. 








To Purchase by financially responsible and ex- 
per’enced individual local insurance agency. 
Preferred location Florida or northeastern sea- 
board area. State annual premium and per- 
centage of income by major classes, terms of 
purchase and company representations. All re- 
sponses held in confidence. Reply Box J-73, c/o 
The Notional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








agent would automatically have ac- 
cess to 15 new prospects for every line 
his agency has to offer. Worked prop- 
erly, there is no faster means of ob- 
taining prospective customers. 

Even though group commission prac- 
tices vary widely among companies in 
general, they will tend to average out 
fairly closely over the life of the case. 
On small groups, some companies of- 
fer a flat 10% of monthly premiums 
for a 10-year period. Others offer 12 
or 13%. Most of the companies will 
pay the agent 20% of the first year’s 
premium with nine renewals at 5%. 
One company pays 25% the first year, 
with nine years at 10%. Most com- 
mission contracts provide that top of 
the scale commissions will be paid 
whenever a substantial increase in the 
case comes about through other than 
normal additions. 

Although commissions are import- 
ant, it has been Mr. Walch’s experi- 
ence that most agents feel this is a 
secondary consideration if they can 
obtain prompt service, liberal under- 
writing and good rates for their 
clients. In dealing with the small em- 
ployer, group is often only a portion 
of the insurance coverage handled by 
the agency. It is, therefore, all im- 
portant that the client be fully satis- 
fied in his relations with both the 
agency and the companies selected 
by the agency to handle his insurance. 

When discussing group, especially 
for the small business, the agent must 
consider it as a necessary step in con- 
serving existing business and as a 
wedge for future sales in all lines. Mr. 
Walch recommended that agents utilize 
group as a stepping stone to more lu- 
crative forms of business. 


Stuyvesant Reinsurance 
Unit Names Two, Moves 


James L. Schellie and James H. Von 
Gunten have been named office and 





a. i 


Schellie J. H. Von Gunten 


claims managers, respectively, of the 
reinsurance department of Stuyvesant, 
which has moved its office to the 
Board of Trade Building, 141 West 
Jackson Boulevard, Chicago. 

Mr. Schellie was formerly with 
Continental Casualty and the insur- 
ance accounting firm of Chase Con- 
over & Co. Mr. Von Gunten was with 
North British for three years as claims 
superintendent in the midwestern de- 
partment and before that with Stand- 
ard Accident at Detroit for 14 years. 

Stuyvesant opened the reinsurance 
department in Chicago May 1, 1957. 
A. J. Helmick, formerly owner of 
Reinsurance Agency, is manager of the 
reinsurance department. 





A growing agency in the South Florida 
area representing top companies in the 
fire, casualty and aviation fields needs a 
capable and aggressive producer under 
50 to head up the agency with opportunity 
of acquiring part ownership. Florida license 
or year's residency necessary. Please reply 
with résumé of experience. All replies con- 
fidential. Our personnel know of this ad. 
Write Box J-69, c/o The National Under- 
writer Company, 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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Attack Mich. Filing 


Auto Club Offers 
Heavy Opposition Ty 


Safe Driver Plans 


LANSING—Detroit Auto Exch 
reciprocal of Automobile Club of Mich. 
igan, attacked the “safe driver” ratj 
plans of Travelers and the Nation, 
Bureau following their filing with 
Michigan department during the pay 
week. 

Robert G. Jamieson, general map. 
ager of the reciprocal which i 
some 20% of all Michigan auto bug 
ness, questioned all aspects of th 
plans from the standpoint of any gg 
ing to insured. 


Similar To California Plan 






























“The plan is similar,” said Mr. J 
ieson, “to the confused, amended Cah 
ifornia ‘reward-the-good-driver’ play 
which many bureau companies are 
ready modifying after only a f 
weeks of operation. The compani 
which write 75% of all California a 
insurance, including the two Californiy 
AAA affiliates, have refused to folloy 
the plan.” 

Mr. Jamieson said Michigan rates a. 
ready are among the lowest in th 
nation, comparing bureau rates on 
typical policy in the Detroit area 
$100.20 and in Grand Rapids $90, 
with the same policy in Chicago, cost 
ing $150.90; in Los Angeles, $147; 
New York City, $245.20, and Bost 
$251.30. 


Could Cost More For All 


He contended the new plan co 
cost all Michigan taxpayers more that 
at present—not only insured—in thal 
costs will rise for increased traffic 
court service and larger record-keep- 
ing staffs in police traffic depart 
ments and at other levels of govern 
ment. He predicted many minor acc- 
dents and minor traffic offenses would 
wind up in protracted litigation be 
cause of their effect on driver records 
for insurance purposes. He said the 
average motorist now will fight mi- 
nor charges where previously he would 
accept a small fine even when believ- 
ing himself innocent of offense. He 
also contended that many motorists 
with flawless records will be penalized 
for life because of single accidents in 
many cases not attributable to their 
own negligence. 

The auto club spokesmen said they 
were not taking issue with Commis 
sioner Blackford for accepting the 
proferred plans for filing. They said 
he obviously must consider a wide 
variety of plans no matter what their 
merits or demerits. 





Explains Reason For Delay 


The commissioner said approval of 
the new rating programs had been 
held up for some time because of the 
fear that the secretary of state lacked 
personnel to handle the anticipated 
large number of company requests for 
checking on driving records. He said 
cost of such “look-ups” is assessed di- 
rectly to the company concerned 9 
that the program is_ self-supporting 
and that “necessary details for the 
providing of the service have now 
been worked out, leaving the road 
clear for approval of ‘safe driver’ plans 
in Michigan.” He said they are the i 
such plans to gain approval sine 
National Casualty’s “merit rating” P 
was accepted in January, 1958. 

Mr. Blackford, invited “commelt' 
from the public on the plans but salé 
this should be done before effect 
date of the program Oct. 1. 
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: ecutive committee chairman, and Ed- 
ward J. Bachman, St. Paul, replaced 

yn To pod V. Hood, Duluth, as state national 
irector. 

Ss "aeaer the smooth-running aegis of 
Executive Secretary-Treasurer M. A. 

xchang§ “Duke” Hewitt, the well-attended ses- 

of Mich.§ sions featured talks by Minnesota’s 

-” ratings new commissioner, Cyrus E. Mag- 


Nationalf nusson; 


and 
the pas} dent 
sue) 


We offer nationwide coverage for the in- 
surance man who is seeking the best in 
opportunity, but who does not limit himself 
to a particular geographic area. 


STs beciceeeecvcses $15,000 
e Assistant Controller ........ $8-$ 9,000 
e Fire Department Manager .. .$9-$10,000 
e A& S Underwriter ......... $8-$10,000 
e Agency Manager .......... $ 9,000 
e Bond Manager ............ $10,000 
e Liab. & Comp. Underwriter .. $ 6,000 
e Inland Marine Manager .... $ 9,000 
e@ Claims Manager ........... $8-$10,000 
@ Assistant Agency Manager .. $ 7,200 
CALL WIRE WRITE 
In Complete Confidence to: 
H. J. Roberts 


CADILLAC ASSOCIATES, INC. 
29 E. Madison Bldg. Financial 6-9400 


Eugene F. Gallagher, fire 
marine manager Standard Acci- 
(reported elsewhere in this is- 


; Archie Slawsby, NAIA presi- 


INSURANCE 
OPPORTUNITIES 
NATIONAL COVERAGE 


INSURANCE EXECUTIVE CONSULTANT 


Chicago 2, Illinois 
“Where More Executives 
Find Their Positions Than 
Anywhere in the World.” 

















Service Guide 
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O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
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dent; and Curtis M. Elliott, professor 

of insurance University of Nebraska 

and NAIA educational consultant. 
Commissioner Magnusson, in a firm 

and well-delivered address, led off 
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R. G. Ledingham Rod V. Hood 


with a reference to the Travelers’ fil- 
ing in Minnesota. He had been quoted 
in the press as saying it might take 
two years or longer for the depart- 
ment to come to a decision. This was 
typical of the newspaperman’s tenden- 
cy to quote only what he wished, Mr. 
Magnusson stated. What he had said 
was that it might take “two days, two 
weeks, two years or even longer.” The 
papers only bothered to use the latter 
half of his quote, he said, and this has 
caused consternation in many quar- 
ters. 

State regulation is here to stay, the 
commissioner said. The Washington 
hearings, however, place a greater than 
ever responsibility upon the state reg- 
ulators to do their job well. The com- 
missioner’s role is that of a balance 
wheel between companies and agents. 
This must be understood. Many feel 
his role is, or should be, a partisan 
effort. Regulation cannot be permitted 
to stifle competition. This is not its 
purpose. Compeition can only aid the 
industry. Open and free competition 
alone can keep the industry healthy. 

The three basic concepts which the 
agent must embrace, he said, are a 
firm belief in the future of the busi- 
ness; a belief in the competitive sys- 
tem, and a belief in himself. 


Insurance Time-Tested 


Insurance is time-tested. It has 
reached its greatest development only 
in recent years. The industry has 
met every challenge it has been con- 
fronted with in recent years. Atomic 
covers are an example of this. Admit- 
ting that he is certainly no sooth-say- 
er, the commissioner stated his belief 
that the uncertainty of the future 
should be a challenge; not a fear. 

With regards to belief in the com- 
petitive system, he said it is the right, 
almost the obligation, of anyone to 
challenge present day products or 
services. The American agency system 
is not being defeated; it is only being 
challenged. The agency system has 
proved itself, especially with large ac- 
counts. But appraisal must be made 
of its weaknesses. Adjustments must 
be made—if not, competitors will cer- 
tainly move in. 

Auto insurance is not sold, it is 
bought from necessity—whether from 
law or otherwise. Some of the direct 
writers’ weapons which have proven 
so successful in selling auto have been 
suggested as a possible answer by a 
few of the companies. Nevertheless, 
these companies have found that their 
agents have been less than enthusi- 
astic about incorporating such chang- 
es. Agents must gear their approach 
not to yesterday, but to today’s wants 
and needs. Agents could well take 
note of Dr. Albert Schweitzer’s famous 





HieNATIONAL UNDERWRITER 


Minnesota Agents Convene In Duluth; Johnson Named President 


dictum that true happiness comes only 
from serving people, Mr. Magnusson 
suggested. 

A belief in himself is essential 
to the agent. This can only come 
through a thorough knowledge of the 
business and the ability to apply that 
knowledge. Knowledge is the agent’s 
safeguard for his future. It is no mean 
task to assay the insured’s insurance 
needs. The job of educators is only 
beginning. This is especially true in 
these complicated days of the new 
multi-peril package policies. 

Having been appointed only recently 
(April of this year), many of the 
agents were seeing and hearing Com- 
missioner Magnusson for the first time. 
He gave the impression of a man 
thoroughly dedicated to his job and 
eager to discuss agents’ problems. 

Mr. Slawsby dealt harshly with 
what he termed “pseudo-independent” 
companies—those which follow the 
bureau on its filed deviations, and 
then deviate still further. These com- 
panies are defecting from the system 
which nurtured them, he said. 


Agents Can’t Remain Neutral 


It is impossible for agents to remain 
neutral in this insurance “atomic war,” 
he stated. The main fight in years to 
come will not be between direct writ- 
ers and independents, but rather 
among agents in the agency system 
itself. 

“Pseudo-independent” companies 
appeal to the avaricious agent. Price 
is important, but not that important. 
Gentlemen, he said, are often at a 
disadvantage in alley fights. Agents 
have contributed strongly to the forth- 
coming battle, having succumbed to 
gimmicks. Once having succumbed it 
is often difficult to “take the long 
ride back.” New agents are particu- 
larly susceptible to such blandish- 
ments. Business so sold, however, is 
not really sold; it belongs to any man 
with a bigger gimmick. 

Following his talk, Mr. Slawsby in- 
troduced the new NAIA advertising 
film. Minnesota agents can be grateful 
for an early convention, he said, in- 
asmuch as they had the world pre- 
miere of the film. The 1960 state ad- 
vertising campaign director, Andrew 
Schuster, Mankato, then passed out 
pledge cards which a number of agents 
immediately filled out. 

Mr. Elliott, always a popular speak- 
er at state conventions, said a number 
of trends now operative must be un- 
derstood by agents. Among these are 
new policy forms, development of 
package policies, liberalization of pol- 
icies, and the attempt of bureau com- 
panies to regain lost auto business. 
The successful agent in years to come 
will be the agent who accepts these 
changes. 


Package Policy Only Baby 


The era of the package policy is 
barely in its infancy, Mr. Elliott 
stated. The separation between life 
and fire and casualty companies will 
be broken down. Legislation eventual- 
ly will enable any company to write 
any type of coverage, he predicted. 
Large companies will get large and, in 
the process, small companies will dis- 
appear. Farm and country mutuals will 
be the first to go. 

An interesting type of panel was 
featured on the first afternoon. Mod- 
erated by Edward J. Bachman, and 
consisting of Messrs. Elliott, Slawsby 
and Johnson, it offered itself open to 
any questions. whatsoever from the 
floor. Agents were not slow to take 
advantage of this novelty. 
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Some of the points brought out by 


the panel in response to questions 
were: 

Independent agents are becoming 
so independent they aren’t even 


knocking on doors anymore. If this 
complacency isn’t rectified, the agent 
may find himself independent of the 
insurance business altogether. 

There is some value in novelty ad- 
vertising. NAIA uses a certain amount 
of gimmick advertising itself. The 
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agent must be aware, however, that 
his entire approach isn’t based on 
gimmicks, 

A fair number of universities are 
offering insurance courses, but most 
of these are worthless. Less than seven 
schools seriously stress insurance. 
Agents should put pressure on schools 
to offer more and better courses. 

The main share of adjusting prob- 
lems can be laid to a lack of under- 
standing about coverages on the part 
of the insured, G. S. Schoettle, Wes- 
ern Adjustment, Minneapolis, stated. 
There is a tendency to blame the 
agent, but the diversification of poli- 
cies today makes it almost impossible 
for him to be thoroughly conversant 
with them all. 


Avoid Term “Full Coverage” 


Agents can save themselves, and 
their companies, a lot of trouble by 
avoiding the term “full coverage,” Mr. 
Schoettle said. Or, if it must be used, 
a complete explanation should be 
made. 

Mr. Schoettle suggested the agents 
set up a claims adjusting committee 
within its organization. He said his 
company would be happy to assist the 
agents in such an endeavor. 

As the first representative from the 
life industry to address one of the 
Minnesota agents’ conventions, J. Pe- 
ter Devine, Occidental Life of Cali- 
fornia, St. Paul, assured those present 
that life insurance is not an insolvable 
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mystery. He suggested that agents 
start writing life and A&S, 

With regards to life, Mr. Devine 
said agents were in an ideal position 
since their prospecting was already 
accomplished. He said that life would 
provide one-stop service for the pol- 
icyholder; protect the agent’s general 
business from the life agent, and be 
an additional source of income. 

Life companies are making it rel- 
atively easy to sell life, Mr. Devine 
stated. Their presentations are effec- 
tive, colorful and simple to use. Life 
coverages are not complicated; any 
agent able to comprehend some of the 
larger multi-peril package polices will 
have no trouble. Life insurance train- 
ing is always available, whether from 
various educational institutions or from 
the companies. 

A&S is big business these days. Its 
premium volume is second only to 
life in Minnesota. One good reason for 
selling A&S is to keep the govern- 
ment out of the business. In selecting 
a life company, the agent should se- 
lect one which sells a full line. The 
ability to offer a full complement of 
coverages is more important to the 
agent than the commission scale, Mr. 
Devine said. 

After a warm welcome to the agents 
from Duluth’s Mayor E. Clifton Mor- 
ton at the first session, Rod V. Hood, 
bowing out as state national director, 
advised the agents in no uncertain 
terms they had “failed miserably” to 
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support the Big I advertising cam- 
paign. Minnesota achieved only 33% 
of its $40,000 goal and wound up in 
the lower 10% of contributing states. 
Mr. Hood said Minnesota seems “to 
have more agents wanting a free ride 
than most other states.” 

In his president’s report, Mr. Led- 
ingham paid high tribute’ to the asso- 
ciation’s able executive director, M. 
A. “Duke” Hewitt for his convention- 
producing efforts. He noted that Mr. 
Hewitt had driven over 16,000 miles in 
the past year serving agents. 

Mr. Ledingham also took occasion 
to chastise the agents for their poor 
showing in the advertising campaign. 
Better organization is needed, he said. 
Those agents personally contacted in- 
variably responded; hence the forth- 
coming year’s campaign will be con- 
ducted along more personal lines. He 
urged those present to lend their aid. 


Road Aid Discussed 


The agents’ Road Aid seems to be 
at the crossroads. Organized three 
years ago to combat Minnesota Auto- 
mobile Assn., the road service is not 
proving popular with the agents. Mr. 
Ledingham said it was obvious some 
changes would have to be incorpo- 
rated during the coming year. A sne- 
cial committee noted only a third of 
the membership had been supporting 
the program. Financing accordingly 
has become a problem. Only the con-- 
fidence of the association’s officers 
has kept Road Aid in existence. Lack 
of interest may be laid to agents’ fail- 
ure to understand the plan's opera- 
tion, the committee reported. 

Road Aid is the big difference be- 
tween the agents’ policies and those 
of the direct writers, John Oliphant, 
Rochester, Road Aid committee chair- 
man, stated. It is the one coverage the 
direct writer doesn’t offer. 

Mr. Hewitt made a strong bid for 
new members. Prospecting for agents 
is essential. He asked all those pres- 
ent to become “apostles of the cause.” 

At the farm writing agents break- 
fast, two traditions prevailed: a con- 
genial atmosphere and spirited discus- 
sion about rates. The problem with 
the latter is to keep coverages broad 
enough (to compete with the large 
farm companies) and yet to keep the 
rates down (to compete with the 
“township” mutuals). 

Need Interest In Own Problems 

Virgil L. Eckhoff, Benson, rural 
agents committee chairman, said the 
main problem, as usual, is to get 
agents interested in their own prob- 
lems. He illustrated this by noting 
that only 35% of agents contacted had 
sent back a questionnaire. 

Before the committee can go to the 
farm writing companies, it must make 
itself representative of Minnesota 
agents, Mr. Eckhoff said. To imple- 
ment this policy, committee members 
have been speaking to various groups 
in the state. 

It was the suggestion of one farm 
agent, R. M. Schofield, Buffalo, that 
a homeowners policy for the farmer 
is essential. He said he is often ap- 
proached for such a policy, but is forced 
to sell a variety of policies to fully 
cover the farmer. 

The Minnesota association has 
formed a women’s auxiliary, first of 
its kind in the country, to promote 
fire prevention, highway and water 
safety. Announced at last year’s con- 
vention in St. Paul, the auxiliary now 
has been fully organized with Delores 
Denault, St. Paul, president; Mrs. 
Merrill Rolfson, Austin, vice-presi- 
dent, and Mrs. E. A. Youngstrand, 
Duluth, secretary-treasurer. 

Also heard from at the convention 
was the Minnesota Insurance Infor- 
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that new applicants who had been 
claim-free for two years prior to ap- 
plication, could be given 10% ad- 
yance discount on the 25% possible to- 
tal. On renewal, the following year, if 
still claim-free, this policyholder 
would then get 15%, then 20%, then 
, his company’s years of ex- 
ience with merit rating, Mr. Mer- 
cer believes that simplicity is an ab- 
solute prerequisite to success of any 
merit rating program. In his opinion, 
the inclusion of traffic violations as 
one of the guides to the amount of 
discount or surcharge permitted, com- 
plicates the bureau merit rating plan 
and will eventually make it too dif- 
ficult to administer. In his opinion, in 
gite of the fact that convictions on 
moving traffic violations provide some 
| index as to the possibility of involve- 
ment in future auto accidents, the in- 
dusion of this factor may fatally com- 
plicate the plan. 


Reviews Interesting Figures 


Following a very brief analysis of 
the relative disadvantages and ad- 
yantages of merit rating, Mr. Mercer 
reviewed some interesting figures pre- 
pared by his company from a four- 
year experience period, 1955 through 
1958. 

He recited loss figures which his 
company experienced with each sep- 
arate claim-free group, based on the 
number of years that group had been 
daim-free. The figures covered the 
loss experience of all of the company’s 
discount groups. There are two groups 
that get no discount from basic rates. 
One of these groups (0) represents 
few applicants coming into the com- 
pany without previous claim-free ex- 
perience; the other “no discount” 
group (9) represents policyholders 
who after some period of time with 
the company had had an accident 
moving them back to the “no discount” 
group. 

The company does not have a sur- 
charge schedule, so an insured does 
fot receive any other penalty than 
that of being returned to the “no dis- 
count” group. 


Loss Ratios Listed 


In the experience period presented, 
the loss ratio of losses incurred to 
| premiums earned for the various dis- 
count groups were as follows: 





pou Discount Loss Ratio 
| up 0 0% 74.2% 
Group 9 0% 68.5% 
l year no claim 5% 59.2% 
Zyears no claim 10% 53.0% 
Syears no claim 15% 44.5% 
years no claim 20% 42.6% 
Ormore noclaim 25% 36.2% 


Mr. Mercer believes this loss ratio 
Pattern proves the basic soundness of 
merit rating. His company feels 
Strongly that the discount incentive is 
Powerful and cites these figures to 
Prove it. 

_Edwin S. Warfield, vice-president 
ylvania Threshermen & Farm- 
ers and Robert W. Doucette, secretary 

Waukee Automobile Mutual, tack- 

a real hot potato at the first of 
the divided sessions for the American 
agency section of the conference. 
| Mr. Warfield described how his 
pany faced the difficult problem 
the commission reduction which 

ing underwriting losses had 
ade necessary. His company handled 
admittedly difficult assignment by 
ftening the blow with the introduc- 
of a contingent commission sched- 

















Mr. .Doucette, on the other hand, 
stated that his company does not be- 
lieve reduced commissions, direct bill- 
ing, etc., are the answer to the cur- 
rent automobile headache. His com- 
pany has reaffirmed its intention to 
“hold the line” on its present com- 
mission schedule. 

Mr. Doucette said that there are 
three big factors which are the basis 
of success of any full commission 
American agency company. They are 
favorable loss ratios, growth and per- 
petuation of agencies. If loss ratios 
are satisfactory, if the company is 
growing according to the wishes of 
management and if its agents are op- 
erating—and plan to continue to op- 
erate—in line with the company’s 
basic philosophy, then there is no need 
to change from “a winning combina- 
tion to a combination that may or may 
not be a winning combination for us.” 

He cited his company’s favorable 
loss ratio to prove that it has obvious- 
ly, this winning combination. “For 
years the American agency system 
companies have said that ownership 
of renewals and the responsibility of 
the agent for accounts have been some 
of the strong points of the American 
agency system. Why the change?” he 
asked. “Before a company leaps into 
direct billing, a company should make 
sure it has reviewed its own opera- 
tions and not someone else’s very 
thoroughly.” 

What about the special agent? Does 
he still fulfill an essential function in 
the agency company scheme of things? 
If so, how has his function changed 
and how can his activities better be 
directed and controlled? 

These were some of the questions 
Paul H. Dubuc, vice-president Shelby 
Mutual; A. Lynn Minzey, vice-president 
Auto-Owners, W. L. Trankle, Meridi- 
an Mutual, and Winston Reynolds, 
Citizens Mutual Automobile, were 
called upon to answer as they com- 
mented respectively on training, du- 
ties, volume and territory responsibi- 
lity, and direction and control of the 
special agent. 

The consensus of the group was that 
the role of the special agent is chang- 
ing. While special agents today and in 
the future will play a prominent role 
in the growth of agency companies, 
the demands of the multiple line con- 
cept are creating the need for a type 
of special agent quite different from 
the field man of old. 

A report on discussions at the “ex- 
clusive agency” sessions will be carried 
next week. 


Give Program Details 
Of NAIA Annual 
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agement workshop, Grand Ballroom. 
Abner Benisch, Newark, “Increased 
Agency Profit Through Merger or Con- 
solidation.” Ardell T. Everett, vice- 
president, Prudential, “Health Insur- 
ance—The Insurance Agent’s Profit or 
Loss.” Dr. Pierce Harris, pastor First 
Methodist Church, Atlanta, “A Work- 
ing Creed for a Changing World.” 

10 a.m. National Board of State Di- 
rectors, Waldorf Room. 

Noon. National Board of State Di- 
rectors, buffet and executive session, 
Beverly Room. 

2:30 p.m. Closing general session, 
Grand Ballroom. Donald P. McHugh, 
counsel of the Senate anti-trust and 
monopoly subcommittee, “Competition 
in Insurance—Too Much or _ Too 
Little?” Presentation of awards: Cali- 


fornia association mileage cup, Des 
Moines attendance cup, Sparlin cup, 
and Woodworth memorial. Resolu- 
tions. Election. Installation of offic- 
ers. Morton V. V. White, Allentown, 
Pa., special installing officer. Oath of 
office by Insurance Director Joseph 
S. Gerber of Illinois. 

7 p.m. Annual banquet, Grand Ball- 
room. Entertainment courtesy Contin- 
ental-National group. 


English Insurer Has 
Financial Difficulties 


(CONTINUED FROM PAGE 1) 
stronger feeling of security. Produc- 
ers in the surplus market are becom- 
ing a little more careful about where 
they place their business. : 

If some of the English companies 
intend to see to the future of British 
Commercial, the meeting of creditors 
on Sept. 14 is of importance from this 
standpoint. 

News of the troubles of British Com- 
mercial reached the U. S. in mid-Au- 
sust when an accounting firm in 
London wrote producers. notifyine 
them of the creditors’ meeting and 
asking producers to state their claims 
for presentation at that time. Prior to 
this, however, it was known that 
British Commercial had_ difficulty 
making a statement for presentation to 
the Illinois department on 1957 busi- 
ness. In November, 1958, this com- 
pany was removed from the Illinois 
department list of qualified surplus 
line companies, and since that time a 
number of U. S. producers are under- 
stood to have cancelled and rewritten 
what they could of their lines. 

The volume of outstanding business 
in the U. S. is unknown but it is 
known that, at least until the com- 
pany went off the Illinois list, it was 
writing a large amount of liability in- 
surance. There are claims from three 
and four years ago now up for settle- 
ment, and if it is determined that 
British Commercial cannot pay its 
percentage, the insured will have to 
pay from his own pocket or the settle- 
ment will not go through. 

Much of the business of British 
Commercial was written under cover 
notes with Lloyds as participant in- 
surer in some cases, but with British 
Commercial as full insurer in others. 


Northern Moves In 
Maine Bonding Deal 


Northern of New York has filed a 
statement with Securities & Exchange 
Commission seeking registration of 56,- 
000 shares of capital stock. The com- 
pany proposes to offer the shares for 
shares of Maine Bonding & Casualty at 
56/100ths of a share of Northern for a 
share of Maine Bonding. 

The offer expires Dec. 31, provided 
that at least 80,000 shares of Maine 
Bonding stock have been offered for 
exchange before Nov. 9. If fewer Maine 
Bonding shares are offered, no shares 
will be exchanged and Maine Bonding 
stock will be returned. 


Joins Springfield F.&M. 


John Embree has joined Springfield 
F.&M. at Spokane. Formerly with 
Royal-Globe in Stockton, Cal., Mr. 
Embree will travel eastern Washington 
and northern Idaho. 


Bellingham Agents Elect Cooper 
N. T. Cooper has been elected presi- 
dent of Bellingham (Wash.) Assn. of 
Insurance Agents. David Ireland is the 
new vice-president and Anne E. Byrne 
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Gallagher Predicts 
Seventeen Changes 
In The Near Future 
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same time, granting insurance cost 
through free binders will be discon- 
tinued. 

Many more companies will offer 
excess-of-loss and large deductible 
fire contracts. Whether a deductible 
of $50,000 is a good buy for insured 
is a moot point, Mr. Gallagher said, 
but certain large industries want such 
insurance. If companies do not offer 
such insurance a market will be 
readily found elsewhere. 

Strict resident agent laws will be 
modified. It will be impossible to jus- . 
tify the fact that in some states at 
least 10% of insured’s premium goes 
to some agent who merely sigms the 
policy, he predicted. Direct writers do 
not have the handicap of such re- 
quirements. 

Minimum premiums for fire will 
probably be increased. The business 
cannot be expected to write business 
at a guaranteed loss to the company 
and agent and subsidize it by premi- 
ums collected from others. 

Since low insurance to value has 
had an adverse effect upon dwelling 
business loss ratios, an extension of 
the coinsurance principle to this class 
may be expected. 


Increased Use Of Deductibles 


Since payment of small nuisance 
losses has no place in the basic con- 
cept of insurance and adds immeasur- 
ably to operational costs, increased 
introduction of small deductibles ap- 
plicable to fire policy perils can be 
predicted, Mr. Gallagher said. Forty- 
nine percent of all fire and extended 
coverage losses are for less than $50. 
In many cases the adjustment ex- 
pense far exceeds the actual loss paid. 

More developments in package pol- 
icies. A consolidation of the manu- 
facturers output policy and industrial 
property floater policy is probable. 
Dwellings may be written to cover 
personal automobiles, including third 
party liability and may even cover 
A&s. 

Finally, many more mergers may be 
expected. With more freedom for in- 
dependent action, the burden placed 
upon smaller companies may well be 
insurmountable. This portends merg- 
ers inasmuch as they may be the only 
salvation for these small companies. 

Some of these changes are already 
in the making, Mr. Gallagher said. 
Agents cannot be certain they are all 
for the best, but at least some of them 
are inevitable. In any case, change is 
needed. “What man does not alter for 
the better, time alters for the worse,” 
he quoted. 


New Auto Rates Are 
Approved In Okla. 


Oklahoma Insurance Board has ap- 
proved amended filings of the National 
Bureau and NAUA increasing liability 
rates 16.5% on the average and de- 
creasing physical damage 1.4%. 


Bureau Auto Plan Is 
Approved In Minn., Mich. 


The Minnesota department has ap- 
proved the safety-merit auto plans of 
National Bureau and NAUA effective 
Oct. 1. He has not yet given approval 
to the special auto plan of Travelers. 

The bureau plans have also been 
approved in Michigan, but the Auto 
Club put up vigorous opposition at a 
hearing. Details are on page 38. 





... if you’re a representative of one of the Kemper Insurance 
companies. This fall the biggest ad campaign yet will bring 
the story of the local, independent agent to millions of 
prospects throughout the United States over TV and through 
national magazines. 


7 KEMPER INSURANCE FOOTBALL SCOREBOARD telecasts 
(8'2 million viewers per telecast are anticipated) 


13 CHET HUNTLEY REPORTING shows 
(82 million viewers per show are anticipated) 


3 two-color, full page ads in Reader’s Digest 
g 
(11% million circulation) 


3 black and white full page ads in Look magazine 
(5% million circulation) 


Tie-in materials of all kinds! 









People 
will 

be 
talking 


about 
you 


It’s our way of helping our agents win friends even before the 
first call is made! This national advertising paves the way 
for agents calls—pre-sells the agents service, savings and 
full-line coverage facilities, makes the selling job easier. 


If you are interested in representing one of the progressive 
Kemper Insurance companies, write: Agency Production 
Department, Home Office, Chicago 40. 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 


divisions of KEMPER Chicago 40 






























